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Photograph shows model 
of Place Ville ‘Marie, the 
4 inspiring $200,000,000 
redevelopment project 
being undertaken in 
downtown Montreal by 
Webb and Knapp (Can- 
ada) Ltd. (See story 
on page I!). 
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“It is well for a man to respect his own vocation, whatever 
it is, and to think himself bound to uphold it and to claim 
* for it the respect it deserves.” —Charles Dickens. 


* OPPORTUNITY AHEAD 


A peek at the house of 196X is both revealing and startling. 


ws Ideas of what form the house of 196X (a fictitious year ten 
years hence) will take are contained in the latest issue of 
House and Home. 


* Amongst the portents for the future the editors see: 


® More use of adhesives in house construction: already 
* they’re used on planes, why not in houses? 


© Roofs will have fewer pieces, and no framing. 
® Floors and house itself will sit on piers—making it easily 


” removable—and raising the possibility of trading in houses 

without the lot its sits on. 

. If the predictions prove reasonably accurate, then the 
editors believe the housing industry will need new types 
of men: 

+ 


® Architects who are true designers and can achieve new 
beauty with unaccustomed materials. 


i ® Builders who can assemble a vast variety of factory- 
finished components on the site. 


® Realtors who cannot only sell new houses to people who 


* want the new way of life, but also take their old houses in 
trade to sell to those who are satisfied just to get sheiter 
i and space. 
Looks like there’s plenty of opportunity ahead for forward- 
‘ thinking realtors. 
* Will you be prepared for it? 

* * * * * * * * * * * 
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TOWN PLANNING AND THE REALTOR 


By Isaac Miron 


The practice of town planning is 
relatively new, and as such its sig- 
nificance and applications may not 
be fully realized. In a broad sense, it 
seeks to regulate the use of land and 
the buildings thereon through a series 
of plans and laws. In this respect 
Town Planning is a closely related 
field to Real Estate and should be 
thoroughly understood by the Realtor. 

Town planning is commonly carried 
out by public institutions and by 
‘private developers. A large city 
usually has its planning commission 
incorporated in its municipal offices. 
A small town would resort to the 
services of a consultant and so would 
a private developer. The aspects of 
planning can be divided into those of 
an existing town and those of a new 
community. In either case the tech- 
nical process is similar and strives at 
achieving a comprehensive plan of 
the area, called the master plan. 


Elements of The Master Plan 
Whether in an existing or a pro- 
posed community, the master plan is 
the most important instrument of 
planning. Long research precedes its 
preparation. The physical structure 
of the community must be thoroughly 
understood—its topography, hydro- 
graphy, geography, mineralogy and 
meteorology. The sociological and 
economic structure must be minutely 
analysed, taking into account sources 
of revenue income groups, employ- 
ment statistics, ethnic grouping, 
social facilities, and so on. Trans- 
portation and traffic should be care- 
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fully studied, as well as a great 
many other factors which bear upon 
the development of the area. Out of 
all this research emerges a collection 
of facts and figures. These, combined 
with forecasts of trends for develop- 
ment and directive policies form the 
theoretical basis for the master plan. 


The Master Pian 
And Its Function 

The master plan should be as com- 
prehensive as possible to create the 
frarnework for the development of 
the community. Among many maps, 
plans, reports, and recommendations, 
it normally includes a street plan in- 
dicating all existing and proposed 
Streets, homologations, expropria- 
tions, and so on. It includes a zoning 
map dividing the community into 
areas of various land uses and a com- 
plete scheme of recreation and pub- 
lic spaces. It contains new and pro- 
posed developments with the com- 
munity boundaries such as_ sub- 
divisions, housing projects, shopping 
centres and the like. It may also 
designate special plans and studies 
for proposed slum clearance pro- 
grams, complete with reports and 
recommendations. The comprehensive 
plan should also include engineered 
drawings showing existing and pro- 
jected services such as_ sanitary 
sewers, water installations, electri- 
city, gas and telephone. Added to 
these may be special plans and re- 
ports to fit individual cases. 

Drawn as a series of plans, maps, 
reports, and legislation, the master 
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plan represents the interpretation oj 
decisions and policies as to future de- 
velopment, and thus can be a source 
of reference to all seeking informa- 
tion about any aspect of develop- 
ment. 

However, it is only fair to warn that 
a master plan should be always re- 
garded as an evolving process rather 
than a conclusive statement. 

Real Estate both in the form of 
vacant land and buildings is regula- 
ted almost entirely by the various 
aspects of the master plan. As far as 
the realtor is concerned the two most 
important aspects of it are the zoning 
plan and regulations and subdivision 
control. 


The Zoning Map 

A zoning map divides a community 
into zones of different land uses. In 
broad terms the divisions are ag- 
ricultural land, public spaces, residen- 
tial, commercial and industrial. Resi- 
dential areas are further divided into 
one family zones where only one- 
family houses may be built on a pre- 
scribed lot, two to four-family zones 
approved for duplexes, and multi- 
family zones designed for apartment 
houses. Commercial zones are divided 
into light commercial, which may in- 
clude a neighborhood drug store and 
a grocery; and heavy commercial 
which includes the department stores 
in the downtown area. 

The industrial zones likewise are 
divided into light industry, which is 
non-obnoxious and occupies relatively 
small areas and which in many com- 
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munities is permitted in loft buildings 
near the commercial areas; and 
heavy industry which is often ob- 
noxious and must be allotted special 
areas to safeguard the community 
from its detrimental effects. 

In addition to the creation of the 
zones, zoning regulations also control 
the bulk of buildings, the access of 
light and air, off-street parking and 
loading as well as other special re- 
quirements for the better functioning 
of the community. Bulk control regu- 
lations are designed to restrict the 
bulk of a building on a given lot. It 
is achieved by prescribing building 
lines, side and back yards, percentage 
of lot coverage, floor to lot area 
ratios and other methods. In other 
words, the zoning regulations tell 
what cannot be done with a given 
property. Since, however, the poten- 
tial profit on a property depends 
greatly on the things that can be 
done with it, it is of the utmost im- 
portance to consult the zoning maps 
and regulations—and to understand 
them thoroughly—before concluding 
any transaction. 


With the evolving process of plan- 
ning, changes are incurred in zoning 
as well. However, such changes must 
be made only within the framework 
of the master plan, in consistency 
with the development program in 
order to promote the welfare of the 
community. 


Subdivisions By The 
Private Developer 

Subdivisons are covered by the 
master plan because the areas pre- 
scribed for new developments are in- 
cluded in it and because the zoning 
regulations control such subdivisions. 
The physical development of new sub- 
divisions is being done in this country 
mostly by private developers and 
builders. Design of larger subdivisions 
have in late years been entrusted to 
qualified town planners. 

Land development and _ project 
building are businesses with a profit 
motive. With this end in mind, taking 
the far sighted ultimate view, it is in 
the interest of the developer to pro- 
mote good planning. Because, aiming 
at the ultimate prospect who is the 
eventual home purchaser, the de- 
veloper has to abide by a whole row 
of stringent laws and_ standards, 
merely to stay in business. His plans 
must be approved by financial in- 
stitutions, by Provincial and Local 
Authorities and usually also by Cen- 
tral Mortgage and Housing Corpora- 
tion. Rejection of plans will mean no 
forthcoming financing and denial of 
services and permits. Furthermore, in 
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today’s market, the prospective home 
owner is discriminating and educated 
enough to have preference for the 
well planned community. 


Elements Of Project Planning 

The creation of a _ well-planned 
community involves several elements. 
Having taken into account the topo- 
graphy of the land and special grade 
requirements for proper drainage, 
and having been satisfied with the 
practicability of the various future 
services, the next step is street de- 
sign. A housing development should 
have as few through arteries as is 
compatible with the traffic which 
must pass through it. Secondary 
roads, leading from the arteries 
should be limited in number and be 
curva linear to slow down traffic. 
Areas lying between arteries and 
secondary roads will form small 
neighborhood units, which should be 
designed for privacy and exclusivity. 
Streets within the neighborhood 
should form a series of curves, loops 
and cul-de-sacs with no through 
traffic in them. 

Following street design comes the 
subdivision into individual lots. 
Different lot sizes are prescribed by 
different communities, lot sizes vary 
according to the zone in which they 
fit and also larger lots are required 
where no services are available—to 
allow for septic tanks. It has been 
proven in recent practice that actual 
lot sizes become of secondary con- 
sideration when the ensemble of the 
community is integrally planned. 
Thus, better streets and community 
facilities can often be compensated 
for in more economical lot sizes. 


Community Amenities 

As every developer knows, roughly 
one-third of the gross land area is 
being turned over to the local 
authorities for streets. However, 
larger developments should plan for 
parks, schools, churches, shopping 
and other community facilities. 
Although practice varies, land for such 


facilties and institutions need not be 
always donated by the developer and 
can often be sold to the authorities 
concerned. As for shopping centres, 
they often represent the “cream” of 
the project and should be located in 
advance in the most desirable loca- 
tion. Some of the considerations 
which bear upon the location of a 
shopping centre and its size are ulti- 
mate density of population, income 
bracket of such population and ratio 
of car ownership, availability of other 
shopping in the vicinity, visibility and 
access from through traffic roads and 
parking facilities. 


Civic Design 

The ultimate step in planning a 
community is visualizing the built up 
community and what each street will 
look like to the passer by—this par 
of planning is called civic design. 
Civic design strives to create interest, 
variety and dignity in the streets of 
the community. This is partly achiev- 
ed by design of streets. It is further 
helped by creating variety in the de- 
sign of houses, their outlines, textures 
and colors. Placement of houses on 
the lot is especially important. By 
varying front and side yards, and by 
placing houses on short or long axes 
parallel to streets, houses can be so 
sited as to complement each other 
and create groups of interest. 

Planning has proven itself as a 
necessity in the best projects in 
Canada and the United States. It has 
greatly facilitated the promotional 
stages and has helped to boost sales 
of both land and houses. At the same 
time, planning has created finer, 
safer, and more attractive communi- 
ties for people to live in; communi- 
ties with long lasting real estate 
values. As broker, investor, promoter, 
land developer or builder—the realtor 
should familiarize himself with plan- 
ning and its applications. By under- 
standing this process he can make 
his transactions with more calcula- 
tion and less risk. 


ABOUT THE AUTHOR 


Mr. Miron is a graduate of Cambridge Har- 
vard and Yale Universities, and practises in 
Montreal as an architect and town planner. 
He is a director of the Quebec Association of 
Town Planners and a member of the Royal 


Architect's Institute of Canada and the Town 
Planning Institute of Canada. Mr. Miron has 
acted as consultant for many housing projects 
in the Montreal area, including Ville Lasalle, 
Champlain Heights, Ville d'Anjou, lle Perrot, 


Bellevue Estates, etc. 








et NURIA, fA R RD A ED: DOT RMT PT I EE I CN AIR 


6) RRs yas etn Gmc 


on 


a 


scans aA tet NN AIP EAA NA A AA POORER ESS 





Your 
PULL 


ia f 4 i A 


; Geaies eh WB id de 


At a recent gathering of public re- 
lations men in Chicago, one of the 
leading exponents in the field re- 
marked, “One might say the essence 
of public relations is contained in 
four words—-In the Public Service— 
and there's probably no one knows 
more about those words than minis- 
ters of the gospel, doctors of medi- 
cine, and real estate men.” 


uj 


Most people will admit that minis- 
ters and doctors come first to mind 
as the top categories of public service 
practitioners. But the idea that real 
estate men also come into this cate- 
gory warrants a little thinking about 
—if only on the basis that some one 
has come out and said it anyway. 


Keeps Long Hours 

In the average community in this 
country, the real estate man is prob- 
ably one of the busiest, partly due to 
an equable economic climate, but also 
because of the nature of his job. His 
office is frequently open long after 
other offices are closed, and the shut- 
ters are up on the store windows. He 
himself is at the beck and call of 
potential customers from early morn- 
ing until late in the night. Their time 
is his time, supposing it involves an 
appointment at 8 a.m. or 8 p.m. Often 
the real estate salesman must go 
many miles out of his way, and many 
hours off his domestic schedule, in 
order to serve his clients. His spare- 
time, if he has any, is hard-earned. 


Blane, Fullerton 
& Witte 


LIMITED 


Realtors, Financial Agents 
Insurance Managers 


Business established 1926 
517 Hamilton St., Vancouver, B.C. 





Many Attributes 

He must have all the attributes of 
an advisor, counsellor, lawyer, con- 
struction engineer, and a dozen ex- 


perts besides . He must keep young 
folk from going over their financial 
heads, and go out of his way to see 
that an old coupte get the best of all 
possible deals. He must be the best 
known man in his community for 
Service. For almost more than any- 
thing else, that is his business, and if 
he is to succeed in his chosen pro- 
fession, that is the way he will do it. 


Good public relations. But really 
good public relations implies some- 
thing more than just a service to the 
buying public. It implies a bonus, an 
extra. And it’s in the field of public 
service, service outside the strictly 
defined areas of mere business, that 
the average real estate man, the 
conscientious man, can do himself 
and his profession most good. 


“Good For Soul" 


More and more large corporations 
and business—yes, and small ones too 
—are coming to realize that com- 
munity service is not only good for 
the soul but also good, hard-headed 
business PR. More and more real 
estate men should take the tip. The 
respected man in any community, and 
therefore frequently a successful one, 
is the one who gives of his time and 
his talents apparently without stint, 
not only in the business sense, but for 
the common good. 


He is the man who always has an 
hour or so a week to tie a few knots 
with the local Boy Scout troop, or act 
as chairman of the local veterans’ 
annual get-together, help to organize 
the local church fund-raising cam- 
paign, talk to the Women's Council, 
be an officer of a service club, maybe 
even run for reeve or mayor if he 
has the gift of tongues! 


He is the man who is always avail- 
able, in business or out of it. It's 
almost axiomatic that the community 
will beat a path to the door of his 
office, if they know there's a path to 
the door of his house. 


Can't Afford Not To 

Have a look around your com- 
munity today. It doesn’t have to be 
a big, flashy job—a little one will do 
to start. 


But don’t for Public Relation’s 
sake, come up with the old chestnut 
—‘I don't think I can afford to spare 
the time’”’. 


Look at it this way—perhaps you 
can’t afford not to. 


House of Future 


Not Far Off 


The way people want to live 
the ability of the house building 
dustry to meet.those desires will « 
cide what the house of the future 
like, William H. Scheick told 4 
National House Builders Associat; 
convention in Toronto. Mr. Sch 
is executive director of the Buildin 
Research Institute at Washington 


One thing is sure, continued 41; 
Scheick—the next 25 years will s: 
more and greater changes in hous: 
than have occurred at any time in the 
past. 


Bold Thinking Needed 

Between the depression and the 
Seond World War, some really nev 
ideas were developed: principles 
prefabrication, new concepts in plan- 
ning, in heating and insulation. Then 
after the war, the enormous demand 
for housing all over the world ac- 


tually worked against innovation 
Technical progress was unecessary 
competitively. 


But now the picture has changed. 
Bold thinking and innovation wil! 
characterize the parts of the industry 
that will survive in the scramble for 
the big markets of the next two 
decades. 


Family living habits are changing: 
and people expect ever higher stand- 
ards of comfort and convenience in 
houses of all price classes. 


Trade-In Housing 

A most interesting development, 
late in the century, perhaps, will be 
keeping the market up-to-date, said 
Mr. Scheick. The industry will find 
ways to prevent obsolete houses from 
remaining on highly valuable land. 
The goal will be to sell new models 
to replace outdated ones on the same 
piece of land. Houses will be built so 
that they can be added to or sub- 
tracted from, and ultimately sold 
second-hand to another home owner 
for use somewhere else. 


With this type of hose, the land 
in choice subdivisions, instead of grad- 
ually deteriorating to slums, will con- 
tinually improve as successive owners 
develop gardens and outdoor rec- 
reational facilities. No longer will a 
good site have to be occupied by one 
house through its full cycle of life. 


No security is greater than the 
knowledge that you are doing right. 
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Get New Ideas, Angles 


- From NIREB Bulletins 


The bulletins of the National In- - 


stitute of Real Estate Brokers of the 
U.S. National Association of Real 
Estate Boards are interesting and in- 
formative. Written by top men in 
their fields they are available to 
members of the U.S. Institute, and by 
special arrangement, to members of 
the Canadian Association of Real 
Estate Boards. 


Order your requirements now: 
some of these books are in short 
supply and current stocks may be 
exhausted before long. 


The titles mentioned below are in 
stock at the CAREB office at 109 
Merton Street, Toronto 7, and are 
available for $2.50 per copy. 

TESTED TALKS FOR SALES 
MEETINGS, 64 pages, editor, Clin- 
ton G. Snyder. 


It's not possible, the editor of this 
bulletin suggests to draw a picture of 
“the perfect salesman”. 


On the other hand, he points out 
that it is both possible and valuable 
to describe the “successful salesman” 
by means of publishing the ideas and 
opinions of people who have won or 
observed outstanding success in the 
profession of real estate sales. 


REAL ESTATE EXCHANGES, 64 
pages. 

Revised edition of a previously pub- 
lished manual giving all the ins and 
outs about the profits to be made in 
the business of exchange deals in real 
estate. 

REAL ESTATE SYNDICATES 
AND HOW THEY WORK: edited by 
Richard L. Jones, 64 pages. 

Syndicates or joint ownerships, are 
a simple tool that every real estate 
man should possess. The benefits to 
the large broker and investor are 
evident, but the potential benefits to 
the small broker and small investor 
are much more important, enabling 
the small investor with only a few 
thousand dollars to invest, an attrac- 
tive return in the real estate field. 

THE SUCCESSFUL SALESMAN: 
edited by Clinton B. Snyder, 64 pages. 

All salesmen must know the basic 
rules of salesmanship, but each has 
his own special talents and idiosyn- 
crasies. It is not possible to draw a 
picture of the “perfect salesman” or 
the “model salesman” or the “ideal 
salesman”. On the other hand it is 
both possible and valuable to describe 
the “successful salesman’ which is 
just what this volume does, by pub- 
lishing the ideas and opinions of 


PARKING DECK GOES MODERN 
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'a., and Duluth, Minn. 


FUTURISTIC PLANNING went into this 452-car parking deck at Des Moines, lowa. Designed 
Y National Garages, Inc., and engineered by Enco Engineering Company, both of Detroit, it 
one of three garages opened in December. Others were put into operation at Tallahassee, 


Similar in design to model pictured above is another $1 million, 630-car parking deck now in 


constructio 


b 


‘ n in Edmonton, Alberta. It will have a downramp similar to the Des Moines garage 
=e with radiant heat to prevent icing. The circular, cantilevered “express downramp adds to 
e 


looks of the building and provides a centre core to act as a snow silo, eliminating the cost 
of hauling snow away. 
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people who themselves have won or 
observed outstanding success in the 
profession: of real estate sales. 

DIRECT MAIL: HOW REALTORS 
SELL BY MAIL: edited by L. Allen 
Morris, 64 pages fully illustrated. 

This bulletin is a direct mail piece 
in itself: it’s designed to sell you, the 
realtor, on the idea of using a portion 
of your advertising budget on direct 
mail. It doesn’t suggest that you 
should forget all other forms of ad- 
vertising and use your entire budget 
for direct mail, nor the notion, that 
when you sell by mail you can stop 
making personal calls, but the idea 
that direet mail is a tool that can 
help your advertising dollars produce 
more profits. 

Here’s a real stockpile of ideas for 

selling by mail ... and every one of 
them is illustrated. 
PITFALLS: true stories from the ex- 
perience of real estate brokers with 
helpful comments by G. F. Anderson. 
64 pages. 

Readers of the NAREB newsheet 
Headlines will be familiar with the 
name of George Anderson, and the 
“Legal Lines” column he writes there 
weekly clarifying many a_ trouble- 
some point of law. Through his long 
and useful career as an attorney and 
real estate expert, he is qualified to 
speak with understanding and author- 
ity on numberless technical prob- 
lems that make the lives of brokers 
busy and interesting. 

* * * 

These titles were reviewed in the 
January 1958 issue of the Realtor: 

GREATER PROFITS FROM LIST- 
INGS, 64 pages (edited by Donald 
Moore). 

NEW BUSINESS FROM OLD, 64 
pages, edited by Wallace A. Peacock. 

REAL ESTATE: IT’S WONDER- 
FUL, 64 pages, by Hobart C. Brady. 

SUCCESSFUL SALES METHODS 
FOR TODAY'S MARKET, 64 pages 
(articles by 22 realtors). 


SALES MEETINGS, 48 pages 
(various authors). 
TODAY’S HOME: KNOW IT, 


SHOW IT, SELL IT, 64 pages, editor, 
Harrison L. Todd. 

REAL ESTATE ADVERTISING, 
64 pages (various authors). 


How To Join NIREB 

Membership in the NIREB is open 
to Canadian realtors who are mem- 
bers of the CAREB. Membership fee 
is $15 per annum, and members re- 
ceive each new bulletin as it is pub- 
lished. (Usually three or four bul- 
letins are published each year.) 


Write National Institute of Real . 


Estate Brokers, 36 South Wabash 
Avenue, Chicago 3, Illinois. 
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Real Estate Counselor, Palm Beach, Florida 
Reproduced by permission of the Michigan Real Estate Association 
from the proceedings of the Annual Real Estate Clinic at 

the University of Ann Arbor, Mich. 


In real estate one of the very in- 
teresting phenomena of 
is the state of mind that conditions 
us to thinking that we are 
structures. We are not! 

I do not mean to say that the 
structure is not of direct importance 
in relationship to the transaction, but 
people either consciously or uncon- 
sciously are looking for something 
else. And the question is, what are 
they looking for? 

Now actually we have not given 
much thought in real estate to the 
analysis of the hidden values or the 
amenities of the home. We some- 
times hear definitions of value to the 
effect that value of a property lies 
in its utility. or its productivity, pro- 
ductivity of income. I would like to 
suggest to you that the value of a 
residence lies in its family benefits 
as measured by its inherent ameni- 
ties. And what do we mean by ameni- 
ties? Amenities are things that are 
agreeable and pleasant. Actually, 
amenities are the hidden values, or 
the pleasant and agreeable things 
about real estate. They are pro- 
foundly meaningful. 


Why do They Buy? 

It is a difficult thing to speak about 
your own home, but I think that 
every salesman of real estate, every 
woman who is selling real estate, 
should sit down some evening with 
your family about you, if you have 
one, and then say, “Why did we pur- 
chase this home? Is it because it has 
six rooms and bath: That is a gen- 
eral reason. We all have to have shel- 
ter. Is it because it is a good loca- 
tion? That, too, is a general reason. 
What we want is to have a very spe- 
cific or particular reason why we pur- 
chased this very property. Then, 
with our families about us, we begin 
to come up with real reasons. 

If we will analyze our own lives, 
we come up with the specific things 
that cause us to act and then it seems 
to me that we begin to feel in our 
hearts that what is true for us is 
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also true for others. Then we reach 
a position of enlightened real estate 
selling. 


Plumb Deeply 

For years I thought I was selling 
houses and I thought that the six 
rooms and bath, steam heat, gas and 
electricity, hardwood floors, or course, 
I say “gas”—I started away back in 
'25—we are still saying that on all 
listing cards,—5,000 feet of land, the 
land and improvements thereon, you 
know, and so I thought that that was 
selling, but actually people will 
plumb much more deeply than that. 

There are only three 
good things in life: one, those that 
are good in themselves, but have 
nothing to do with the consequences. 
For example, just good in themselves 
—you might sit tonight and look at a 
television show which is a delight for 
the time, but then it has no conse- 
quences and it is meaningless in 
terms of consequences. So that is 
one type of good that we can get out 
of life. 

Secondly, there is that type of ex- 
perience that is not good in itself, 
but good in its consequences. For ex- 
ample, we might exercise vigorously, 
not because we like to exercise, but 
because we think that the conse- 
quences will be good. So some things 
are good in that sense. 


realms of 


Dramatization 

And then the most important thing 
in life are those things that are good 
in themselves and in their conse- 
quences. And so when a woman tells 
me about the proximity of this a 
school, to her home, I see the drama 
of the children going there and the 
education that they will get, the 
safety of the location, its ease and 
convenience. The man in Ann Arbor 
who told me his children would go 
from high school to this great Uni- 
versity; that is good in itself and in 
its consequences and life can offer no 
more. It is in the realm of those 
values, actually, in which we work 
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in residential selling—and it is very 
important, it seems to me, that we 
try to begin to think about them and 
think about them critically and an- 
alytically because altogether too 
often we think that we are selling 
houses. That is the psychology of our 
work; we see structures, we see build- 
ings, we still see residences all around 
and we come to think that this is 
what we are selling—a structure 
when all the while what we are seil- 
ing is much more profound and much 
more important. 


Amenity Properties 

Years ago I had a very interesting 
experience that began to get me 
thinking about the subject of ameni- 
ties, and I must say that I first gor 
it from being an appraiser with FHA, 
many years ago back in the 30's. 
They gave me an FHA manual to 
study and of course they believed in 
the capitalization of amenity proper- 
ties, as most of you know. So I be- 
gan to think about amenities, but 
without trying to pin them down too 
much. They seemed rather abstract 
to me then. And then one day, I 
shall never forget the experience, I 
had sold a three-family house, what 
we used to call an old three-decker 
and as my custom whenever I could 
do it, and I used to try to do it as 
frequently as possible, I used to go 
around afterwards and talk with buy- 
ers after the purchase had been com- 
pleted, and I went around one da} 
and I talked with this man who had 
bought this old three-family house. 

I must confess to you that I 
thought it was a dump myself, but I 
wanted to know how he liked it. I 
said, “Will you tell me what you like 
most about this property now that 
you have had a chance to be here.” 
He said, “There are several things I 
like about it. The first thing of all i> 
the upper rents.” He was living on 
the ground floor. He said, ‘The rents 
upstairs will pay for my mortguce. 
pay all costs, taxes and amortiza- 
tion.” Then he said, “You couldn't 
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find any better security than that.” 

And of course he was right. And 
so’ that combination of home and in- 
vestment to him was the road to se- 
curity. So he was buying security 
when he bought it. I said, “Is there 
anything else that you like?” He 
said, “Yes, you know the heating sys- 
tem in this property is one of the 
finest I have ever seen.” We went 
down into the cellar. He wanted to 
show me the pitch of the pipes. I had 
never known anything about the pitch 
of steam pipes till then and the way 
these pipes were pitched was very 
important in the efficiency and eco- 
nomy in the operation of that steam 
plant. Then he said, “I am always 
very proud to show people the qual- 
ity that has gone into this property.” 
And I was deeply impressed because 
there was a very real element of 
pride that he had as he showed his 
friends around. 

But then came really the haymaker 
to me, We went upstairs. He said, ‘I 
want to tell you the most important 
part of this property.” Then he said, 
“Come with me into the living room.” 
And we did and we sat near the bay 
window in that living room. He said, 
“Now as we look out this window, 
we can see the trolley car coming 
for almost two miles away.” He said, 
“You have no idea how important 
that is because,” he said ‘every morn- 
ing now my wife and I finish our 
breakfast coffee right here. Then 
when we see the trolley coming in 
the distance, we have no tension 
whatsoever. We have a long morn- 
ing. We are able to quietly finish and 
I can depart without the tension that 
I always knew before.” 


No Tension 

Then he said, “I have never gone 
to work under tension since I have 
lived here.” I said, ‘‘You are preach- 
ing the gospel of relaxation. How 
wonderful it is.”” An old three-family 
house that I thought had been so ter- 
rible! 

Now then I am not suggesting, of 
course, that we can always analyze 
these hidden values to the point 
where we can be sure of acquiring a 
vivid sense of the things that are 
meaningful to all people. But from 
that point I began to make a rather 
careful analysis of the things that 
people seek when they act on resi- 
dential property. It narrows to an 
amazingly few things. 

I read in a magazine recently an 
article, “Mr. Eisenhower Builds His 
Dream Home.” Do you know what he 
wanted to do, according to this arti- 
cle? He wanted to relax on the side 
Porch of that old farm someday. So 
he was thinking of his health and 
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what a wonderful place in which to 
relax, 

The point is, that all people, wher- 
ever their interests will finally lie, 
are motivated by specific pleasures, 
or amenities, or what we might call 
hidden values, not necessarily hidden, 
but they are hidden to us unless we 
fix our attention on them and get 
away from this feeling that we are 
selling a structure. 

I found after a very considerable 
analysis of actual transactions that 
people will look for one or more of 
these specific values. I have never 
seen a residential real estate trans- 
action get far from this category, 
although it is possible that they 
could. 

1. People seek elements of sécurity. 
Oh, we should be selling security in 
America in residential real estate. 
In fact, in all kinds of real estate. 
Mr. Laronge talked this morning 
about the importance of real estate 
as an investment. The security of 
real estate. All the elements of se- 
curity are directly important. Any- 
thing that tends to build toward se- 
curity, resale value in a well estab- 
lished location, minimum expense be- 
cause of easy operating and mainten- 
ance, any of the factors or elements 
that have to do with security should 
be stressed because they are of vital 
importance and we should stress them 
in the sense of selling security. 


"Burden" of Insurance 

The very last time I took out in- 
surance, I remember how I almost 
staggered away at the thought of the 
burden. You know, the rates get a 
little higher as you push on. I was 
almost staggered away, but the sales- 
man said, “‘Remember, Fred, you are 
on the road to security,” and I felt a 
little better. He was trained to say 
that, because they sell security. Well 
let us be conscious of the factors that 
are important in real estate in terms 
of security and consider those ele- 
ments because they are so vital. 


2. People are thinking and think- 
ing very definitely in terms of health. 
Anything that means ease of main- 
tenance, minimizing exertion, fresh 
air in the outlying areas, and what- 
ever there may be, they are thinking 
in terms of health more than we 
realize. I see down in Florida a de- 
ployment really of population, of 
people who are thinking in terms of 
health as they move into the warmer 
areas. So health is a very real con- 
sideration and health in any form of 
real estate is important. 

3. Opportunities for education. 
Many a parent today is in pursuit 
of that very objective. You want to 


be in close proximity to a school that 
offers prestige or a good faculty, good 
plant facilities and so on. It is of 
crucial importance. Indeed, with the 
shortage of schools that we find 
around the country, I am of the opin- 
ion that any property, however old, 
however obsolete, is a good buy if it 
is in close proximity to a school of 
prestige. I think it is so because 
people are looking, and very often 
looking desperately, for just that 
type of location. In any event, let us 
be conscious of that as a specific 
amenity or hidden value. 


4. People are interested in elements 
of visual pleasure. People are very 
definitely after visual pleasure inso- 
far as they can find it. It may be 
visual pleasure in the architectural 
style of property, or architectural 
styles of properties around it, or in 
the trees around it. Elements of vis- 
ual pleasure are very important. Now 
I have within two weeks talked with 
a man who has a terrible looking 
house, but he has great visual plea- 
sure as he looks across the street at 
a magnificent estate. That is the 
thing that brings him great joy. And 
so we have the elements of visual 
pleasure there. The point is, of 
course, we must be conscious of those 
elements of visual pleasure. 

5. People are interested in ele- 
ments of social and religious life. 
Very often that will be of paramount 
importance. 

6. Elements of convenience are im- 
portant. Now, at last, it is not enough 
to say “close to transportation.” 
This may be so convenient that the 
transportation from this little old 
three-family house that I am think- 
ing of is amazingly convenient for 
this person. Then the trolley actually 
stopped across the street. And so 
convenience we should narrow. It 
is not enough to say “close to 
schools” in talking about education. 
We are a little too loose sometimes 
with that phrase. We should narrow 
it down precisely. 


Mr. Bashaw's 
article will be 
concluded in the 


May issue of 


the REALTOR 
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Brantford realtor P. J. Harvey writes 
C.1.R. news as president of the educa- 
tional body for 1958. One of Canada's 


best-known realtors, 


Mr. Harvey is a 


past president of the Ontario Associ- 
ation of Real Estate Boards, and has 
served for many years on the executive 
and committee of the OAREB and 


CAREB. 


"Role of Institute to 


ge 


Co-Orcdinaie 


Facilities” 


It is with a sense of humility and trepidation that I express 


myself to our 
over 


membership in print for the first time since I took 
the Presidency on January 1st. Humility, because I realize how 


many highly qualified people are members of our Institute and 
trepidation because I stand in awe as I realize the qualities of my 
readers. I am deeply aware of the honor done me and will strive to 


be equal to the task before me. 


This will undoubtedly be a year of 
decision for our Institute. There are 
many impatient rumblings across the 
Nation. We must now face up to the 
fact that C.I.R. is going to have to 
assume the role of co-ordinator of 
educational facilities in our Canadian 
organizations and to establish stand- 
ards of education at all levels. 


Very Young Institute 

It must be realized that our In- 
stitute is very young indeed, in fact 
it is astonishing how far we have 
come in such a short while. Our first 
and primary purpose was to establish 
and launch upon a Correspondence 


course. This was accomplished with-' 


out a lost hour or day, and if we were 
to do nothing else we could always 
be proud of this attainment. Proud 
though we are we must nevertheless 
realize that our task goes a great 
deal further. 


There are 43 students writing the 
third year of our Correspondence 
course; of this number we can reason- 
ably expect 40 to graduate this year. 
It is also reasonable to assume that 
most of the graduates will seek a 
Fellowship or an Associateship in the 
Institute. These then, will be the first 
of our academically qualified mem- 
bers for what we foresee to be the 
cornerstone of a mighty Institute: an 
Institute which can eventually bring 
to Canada something which has not 
been accomplished in any other 
country. It is conceivable that in the 
not too distant future, only graduates 
could qualify as Realtors and all 
others be deemed in the apprentice 
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class. This is a visionary conjecture, 
but we have the means at hand and 
in a surprisingly short time we will 
have a multitude of trained people. 


Questions Of Policy 

There are many questions of 
policy to be resolved this year and in 
the years immediately following. It 
must be resolved this year and in the 
years immediately following. It must 
be decided whether lecture courses 
may be established which will give 
recognition to students equal to that 
granted to Correspondence graduates. 
It must be decided what part C.1.R. 
will play in the education of young 
people at the University level, and 
what recognition their training will 
be given if they seek a career in real 
estate. It must be decided what 
phases of education will be confined 
to Boards, to Provincial Associations 
and to CAREB. And perhaps what 
recognition the Institute may give to 
preliminary courses as educational 
credits. 

In order that we may reach sound 
decisions in planning future policies 
we must have the benefit of as much 
research as possible. Research takes 
time, but it is so important we must 
sacrifice some time in the interests of 
making decisions supported by factual 
information. I think it is important 
therefore that we make haste slowly 
and try to curb our impatience. Cer- 
tainly we would like to accomplish 
these thing overnight, but when we 
reflect on how long it has taken organ- 
ized real estate to reach its present 
plateau we can realize what a miracle 


of growth ours has been. It seems :° 
me that we would be less than p: 
dent if we rushed into any ill-co; 
ceived program which might do 
reparable damage to the Institu: 
and adversely effect our future. 


Program Of Research 

This year I shall do my best 
bring together the great minds 
our Institute and to direct our Con 
mittees towards working on th 
search and analytical program 
order that our Governing Counc 
shall be in a position to base 
judgment on reliable data rather tha: 
conjecture. 


Your committee are already work- 
ing on the gathering of informatio: 
and we have great hopes that ma 
of these problems will be evoly 
this year. The Research Committee i: 
investigating the methods and pro- 
cedures of other Institutes such : 
Chartered Accountants,  Certific! 
Public Accountants, Chartered Li 
Underwriters, etc. The Educativ: 
Committee is examining the Charte: 
ed Surveyors Institute. There is 
Editorial Investigation Committ 
examining the possibility of a Journ. 
and the Rules Committee is attemp’ 
ing to set forth committee duties an 
develop an Associate certificate. W 
have also inherited the responsibili= 
of administering the CAREB educa 
tional grants and a Bursary Commit 
tee has been established for that pur 
pose. 


Promote CIR Nights 

All together it can be seen that the 
Institute is active, vibrant and ali‘ 
to its responsibilities. No Fellow h 
ever been approached who has nv? 
been anxious and willing to contri- 
bute and do whatever has been asked 


of him. Fellows will be called on mor 
and more as time goes on; for in 
stance this year we expect thea 
scholarship officers will be appoint: 
in each province to assist the Bursar 
Committee. Fellows will also be asi- 
ed to encourage and promote C.I1.! 
nights at the local board level. Ww 
(Concluded on Page 11, Col. 3) 
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Urban Renewal at its Best 
In Montreal's Ville Marie 


(See Cover Picture) 


Observations on the mechanics of “urban renewal” were 
presented to the Canadian Club of Montreal during a recent speech 
by William Zeckendorf, president of Webb and Knapp (Canada) 


Ltd., and Webb and Knapp, (Inc.) 


He was discussing his own interest 
in urban renewal, which had prompt- 
ed him to embark on the Place Ville 
Marie project which will get under 
way this spring in downtown Mont- 
real. “Urban renewal’, he explained, 
“is a search for a solution to the 
problems of transportation and de- 
pressed land in the centre of a city”, 
adding that it was “a new challenge 
to our time”’. 


Fear And Concern 

Starting with illustrations of the 
planning that went into the city of 
Paris, Mr. Zeckendorf went on to say, 
“The thing which has become so 
pressing and has become such a mat- 
ter of fear and concern on the part 
of the people who are interested in 
their communities is this lack of basic 
pre-planning of the central cities of 
the Western Hemisphere. We have 
been the victims of no planning or of 
little planning, and we have seen our 
cities practically destroyed from 
something called decentralization.” 


Planning, then, is the key-stone. A 
sound and long range master plan 
must be evolved to take care of the 
factors of locomotion, new auto- 
mobiles, rapid transit, good parking 
and a good highway system. And 
planning must be centralized to some 
degree to be effective. “I want to 
say here and now’, Mr. Zeckendorf 
continued, “that the Metropolitan 
government of the city of Toronto is 
the most progressive step that has 
been taken by any city in the West- 
ern Hemisphere, and something that 
we at home should seek te emulate.” 


How Value Increases 

Perhaps the most interesting re- 
marks were Mr. Zeckendorf’s dis- 
cussions of the effects of the renewal 
of one small area on the surrounding 
district and on the area as a whole. 
He used as an illustration Webb and 
Knapp’s purchase of the New York 
City slaughterhouse are a which was 
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offered for sale at about eight times 
the price of the surrounding land was 
depressed by the very presermce of the 
slaughterhouse in the neighborhood. 


It took but little imagination to see 
that prices of land in the area would 
increase when the slaughterhouses 
were removed, and a redevelopment 
project inaugurated on the site. With 
a redevelopment project of the mag- 
nitude of the United Nations Build- 
ing erected on the land, land values 
in the district rocketed. 


Further details of the Ville Marie 
project were given by Mr. L. W. Has- 
lett, executive vice-president of Webb 
and Knapp (Canada) Ltd. 

The central area of a city starts 
to deteriorate, and large and small 
firms tend to move to the suburbs be- 
cause of inadequacy of office accom- 
modation and the difficulty of trans- 
portation, he explained. 


“Courageously Conceived" 

“The Ville Marie projeet is an 
example of what can be done and 
what,must be done to deter the de- 
terioration of the centre of Montreal, 
thereby creating a healthy overall 
community”. 


“The most important single factor 
influencing Webb & Knapp’s interest 
in Montreal,” said Mr. Haslett, “ was, 
of course, the existence of an almost 
undeveloped 21 acre site in the very 
heart of a large commerical, indus- 
trial and financial city and the deep 
hole north of Dorchester St. which 
has been an eye sore for so many 
years.” 


“Such a site would be important in 
any large city, but, in Montreal, ‘the 
metropolis of Canada whose post-war 
industrial growth has been so im- 
pressive and whose future seems to 
have no limits, it presented a unique 
opportunity for the type of urban de- 
velopment which, if courageously con- 
ceived and pursued, could change the 
whole future of Montreal.” 


Webb & Knapp’s Place Ville-Marie 
development, depicted on the front 
cover of the REALTOR this month, 
comprises a plaza covering most of 
the block, from which rises a 40- 
storey office building. Some 180,000 
square feet of retail space is pro- 
vided in the Concourse below the 
plaza and in the building bordering 
it to the north; below the Concourse 
is a two-level parking garage. 


Contract for Place Ville Marie has 
been let to Foundation Company of 
Canada, according to a statement by 
Webb & Knapp on April 2nd. 


Telling the 
“Realtor” Story 


Size doesn‘t count, only effort: 
Many times we hear the story ‘What 
can we do? We’re just a small 
Board”. Harken to what the South- 
eastern Board of Realtors, in the 
state of Indiana accomplished recent- 
ly. Not one of the NAREB’s larger 
boards, it has ten members. But with 
a little imagination, enthusiasm, and 
effort, the board told the story of or- 
ganized real estate to 1,500 people 
recently. 

According to David Brooks, trea- 
surer of the board, the group rented 
a drive in theatre and showed a free 
movie. Approximately 300 cars were 
counted at the show for a total audi- 
ence of 1,500 persons. Board president 
Leroy M. Green spoke briefly before 
the start of the show on the meaning 
of the term Realtor and programs 
listing members of the local board 
were distributed. ’ 


C..R. NEWS 


(Continued from Page 10) 
know we can depend upon them to 
carry out their duties with despatch 
and distinction. 

I hope that during this year with 
all the time I can place at the dis- 
posal of the Institute, I will be able 
to warrant the confidence you have 
placed in me by giving leadership to 
a program dedicated to accomplishing 
the aims and objectives we all en- 
vision. There must be no let up of 
effort and no pre-conceived notions 
about any of the matters we are 
studying. Your Institute is keenly 
aware of the urgency in some minds 
but we must not scuttle the ship by 
any hasty action. The Institute must 
expand its fields and revise some 
policies but not until we're sure. In 
the meantime we must hold the line 
and work with faith. 
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Montreal is Site 


Of CAREB Annual 


Gay Montreal in old Quebec Prov- 
ince will be wide open for realtors 
attending the 15th Annual Confer- 
ence of the Canadian Association of 
Real Estate Boards this September. 


They'll stay at the brand spanking 
new Queen Flizabeth Hotel in Mont- 
real (it was opened only last month) 
... dine royally on Montreal's famous 
French cuisines . . . and besides all 
this, hear top real estate experts dis- 
cussing vital problems of our busi- 
ness. 


Plenty To Do 


There'll be lots to see and lots to 
hear in Montreal. Conference com- 
mittee chairman James Lowden has 
put a lot of effort into making his 
home town the site of the ‘finest CA- 
REB conference yet’. A peek at his 
tentative program No. 2 by your editor 
has confirmed expectations that this 
will be an excellent conference for all 
who attend. 


Your wife, too, will enjoy a holiday 
in Montreal. There'll be fashion 
shows and special functions for her 
to enjoy, whilst you are learning the 
finer points of the business at the 
spacious and comfortable convention 
rooms of the Queen Elizabeth Hotel. 


Montreal in the Fall 

The broad tree-lined avenues of 
Montreal will be wearing their fall 
colours when CAREB realtors meet 
in that city on Sunday September 
2ist. A past presidents’ dinner has 
been lined up for this day, followed 
by a reception for all delegates. 


Featured on the program for the 
next three days will be top speakers 
from the real estate fields of Canada 
and the U.S., including, it is hoped 
the president of the National Associa- 
tion of Real Estate Boards. 


Tuesday night wil! find the dele- 
gates and their wives at the special 
conference fun night celebration. 


Start now rounding up a gang of 
realtors from your district. You'll 
find the Montreal conference enjoy- 
able and stimulating when you go 
along with realtors from your own 
district. There’s a registration form 
on page 13. 

Fill it in and mail it off to the 
CAREB office right now. 
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New Hotel 
For Conference 


The new Queen Elizabeth Hotel, 
situated in the heart of downtown 
Montreal, is a wonderful spot for a 
conference. 


It has direct access from the CNR 
central station, and‘is the newest 
hotel in Canada. Guests can dial 
their own room temperature on a 
new controlled heating and air- 
conditioning system. Each room has 
radio and TV, circulating ice water 
and dial telephones. 


Rates are as follows: 

Single: $9, $10, $13 and up. 
Double: $13, $18, $25 and up. 
Twin: $14, $15, $16, $17, $25 and up. 
Studio Twin: $15 - $25 and up. 
Two-room suite: $26.50-$40 and up. 
Three-room suite: $57 - $75 and up. 


Planned Your 
1958 Holiday Yet? 


If you haven’t, why not plan on 
spending it with your realtor friends 
in sunny Bermuda, as a post-confer- 
ence treat? 


Yes, following the 1958 CAREB 
convention in Montreal (September 
‘20-24) there’ll be a 10-day trip to 
Bermuda for those delegates who 
would like to make their annual holi- 
days combine business and pleasure 

. a convention and a vacation. 


Realtors and their wives will be 
able to fly from Montreal with a 
CAREB group the day after the con- 
vention (September 26th) for ten 
fun-filled days at this charming At- 
lantic island. Return will be on 
October 5th. 


Cost of the trip, including air fare, 
two meals a day and accommodation 
in double rooms at the Hotel Ber- 
mudiana, will be $315. 


Further details are obtainable from 
W. H. Follows, C/o CAREB, 109 
Merton St., Toronto 7. 


A man spends his days pondering 
how to reconcile his net income with 
his gross habits. 


IREF to Mee} 
In Spain 


The International Real 
Federation has chosen Madrid, ; 
ful capital of Spain, as site for : 
ninth annual conference. 


An agenda covering many ph 
of international real estate ay 
Canadian realtors visiting the 
estate conference taking 
Spain early this summer. 


place 


Subjects to be taken up include t:., 
following: 


® the pursuance of “our fundamen: 
principle of protecting property 
a human right and our devotiv: 
the elevation and improvement 
professional capacities.” 


various ways of financing new con- 
struction, particularly in regard + 

housing for low income groups ani 
store office and industrial buildinc- 


freedom vs. rent control on 
types of housing in various coun- 
tries. 


The Canadian Association of Rea 
Estate Boards, which is a member o: 
the internation organization, will b: 
represented this year by Mr. Bert 
Katz, past president of the OAREB. 


Other members of the association 
who are desirous of attending the 
conference, should write the sec- 
retary of CAREB, 109 Merton Street. 
Toronto, for application and registra- 
tion forms. 


Many realtors vacationing in Euro- 
pe at the time of previous conferences 
have found it pleasing and profitable 
to attend, and an excellent way of de- 
veloping international real estate 
contacts. 


In addition, special events arranged 
for delegates visiting Madrid include 
bullfights, concerts of Spanish music 
and folk dances, a national fiesta 
which will occur during the con- 
ference. 


In the outskirts of Madrid are the 
historical cities of Toledo and Sego- 
via and places of enchanting beauty 
such as La Granja of San Idefonso, 
Aranjuez, with its gardens, and the 
magnificent Monastery of the Es- 
corial, which was the Court of the 
great King Felipe II. 


SHORT COUNT 
Money may talk, but today's dol- 
lar doesn’t have cents enough to say 
very much. 








- 





Study Discloses 
Air Conditioning 
- Really Pays Off 


Only a slight increase in worker 
efficiency is needed in order for com- 
plete year-round air conditioning to 
pay for itself in the typical office 
building, factory or other type of 
commercial building , the Ontario 
Chapter of the American Society of 
Heating and Air-Conditioning En- 
gineers was told in Toronto. 


Quickly Amortized 

Clifford Thompson, an official of 
Honeywell Controls Limited, said ex- 
tensive study by his firm showed that 
a .85 per cent increase in worker efli- 
ciency would amortize the cost of 
owning and operating a complete air 
conditioning system in a typical new 
‘office building over a 20-year period, 
and that a one per cent increase 
would amortize the cost in an exist- 
ing office building. 


In a new factory a one per cent 
increase was needed, he said, and 1.5 
per cent in an existing factory. 


Substantial Increase 

He pointed out that while there are 
no scientific studies available to in- 
dicate how much worker efficiency 
and productivity increase with the 
installation of air conditioning, the 
following examples indicate that the 
increase is substantial: 


The Aluminum Company of Cana- 
da reported a sharp drop in absentee- 
ism and rate of turnover among 
employees after air conditioned rooms 
were used where the employees could 
rest at regular intervals. 


The Detroit Edison Company found 
that it required 5,008 man hours for 
8,988 work units in its drafting room 
before air conditioning was installed. 
After installation, 10,474 work units 
took only 3,872 man hours, indicating 
an increase in efficiency of 51 per cent. 


The U.S. Federal government con- 
ducted a stenographic test in 1946 
when stenographers worked two 
Weeks in non-air conditioned space. 
Whe:: transferred to air conditioned 


offices, their output increased 24 per 
cent, 


+ 
The present generation pay the 


debts of the last generation by is- 


Suing bonds for the next generation 
to Pay. 
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CANADIAN ASSOCIATION OF 
REAL ESTATE BOARDS 


15th Annual Conference, 19538 


Sunday, Monday, Tuesday, Wednesday 
September 21, 22, 23 and 24 


Queen Elizabeth Hotel, Montreal 


Registration Fee: 


Brokers, Salesmen and Salesladies $50.00 


Wives and Guests Maret. .... 30.00 


Registration fee includes EVERYTHING: ALL BUSINESS SESSIONS 
ALL LUNCHEONS — ALL RECEPTIONS — ALL DINNERS 
FINAL BANQUET — ENTERTAINMENT 


Make cheque payable to 
CANADIAN ASSOCIATION OF REAL ESTATE BOARDS 


You'll be able to enjoy the 1958 C.A.R.E.B. convention in Montreal more if you know 
that the hotel space you want is all arranged. And the best way to ensure that is to 
register now. Please send both your registration and reservation to C.A.R.E.B.. Be 
sure that the form below is filled out completely, not omitting the time of your arrival 
so you room can be ready when you want it. 


C.A.R.E.B. 15th ANNUAL CONVENTION 
SEPTEMBER 21st, 22nd, 23rd, 24th 
MONTREAL, QUE. 


TO: H. W. FOLLOWS, 
c/o CAREB, 
109 Merton St., 
TORONTO 7, ONT. 


1 plan to attend the conference, and enclose my cheque for $ .... to cover the regis- 
tration fee. It is understood that in the event | am unable to attend, this advance will be re- 
funded to me, provided | advise you before September Sth, 1958. 


Ta uence celia STATUS iachecleaiataias 3 Sis 
(Broker, Salesman, Guest) 


ADDRESS . evasinviniasecconts GREE OB WOME Me 


| am a member of the pi aaa eit ie cease. 


Hotel accommodation required Single Double Suite (see details page 10) 
oO oO O 


Arrival date and time . .. Departure date and time ...... 


Below | have indicated exactly how | would like my name to appear on my identification badge: 


MY NAME ee vba kslaces otha east shasiiabe bes WIFE'S NAME . 


ee eS SS SS SS SS SS NS SS SS ES SNS SS SS 
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Run Night Shift to 
Handle Record Co-Op 


The year by year increase in the 
amount of business being transacted 
through the Co-Op across the coun- 
try is continuing in 1958. 
graph for February shows yet an- 
other increase, as winter fades away 
and buyers start thinking in terms 
of a new home in the spring. 


a sien nee 
The saies 


The February sales were over $25 
million, up from the $21 milion figure 
recorded in February the year before. 
This is an increase of $3 million over 
January of this year, despite the fact 
that February is a short month. 


Run Night Shift 

Toronto Real Estate Board is run- 
ning a night shift in its Multilith 
room to print the record number of 
listings now being handled. February 
sales figures show a 34 per cent in- 
crease over the same month a year 
ago, and the Toronto Board's total 
this month of $8,350,000 odd, accounts 
for about a third of all the Co-Op 
sales in Canada. 


Moving down the line, we notice 
that Vancouver has still the edge on 
Hamilton; though only $100,000 sep- 
arates the two board's sales this 
month, Vancouver is keeping the lead 
it won with its phenomenal sales in 
January. (It must be the fine weath- 
er they’ve been having out in Van- 
couver. ) 


Montreal Fourth 

In fourth spot, Montreal has moved 
up to displace Calgary: however a 
mere $40,000 separate these two 
boards now. And it’s been snowing by 
the foot in Montreal! 


New Westminster made a good 
showing in February, increasing its 
sales 50 per cent over those for Janu- 
ary and moving up two points in the 
standings. 


As far as listings went, Sarnia and 
Oakville did splendidly, selling half 
the homes that were listed. Fort 
William (noted for good performan- 
ces with its listings) sold 75 per cent 
of the month’s listings. 


To the others who seem to have had 
a slow month, we can only say “Spring 


Phil Seagrove, better known as "Mr. Co- ; } 
op", with the comparative review of { 
co-op operations across the Dominion. 


i 


Lnitadenmsnedlh ba is 


CO-OP SALES GRAPH 


millions 
of dollars 
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Graph shows that 
nearly 50 million in 
co-op sales have 
been registered in 
the first three months 
of 1958. With this 
good start, co-op 
sales could reach 
$300 million by the 
end of .-~ year. 


is around the corner” -and advise 
them to keep in mind the watchwords 
for realtors this year: “Get out and 
sell”. 


Returns from several boards were 
not received this month until after 
the March 20th deadline. We would 
remind Board secretaries, that Co-Op 
returns must reach the CAREB office 
by the 20th of the month, if the fig- 
ures are to appear in the succeeding 
month’s Realtor. 


Late filing boards included: 
Oshawa 
Brandon 
Brampton 
Regina—$151,700. 
Guelph—$72,000. 


A Co-Op Auction 

A true story about ‘he wonders of 
Co-Op comes from the Toronto Real 
Estate Board. Seems that a Toronto 
realtor and his salesman had a 
Winona Avenue house listed on the 
Co-Op for $9,000. 

After the listing was distributed to 
Board members, at least ten buyers 
were attracted by their inspection of 
the house . .. and the agents were 
forced to put the six-room, brick and 
insul-bric residence up for auction. 


You can imagine the owner's satis- 


faction when the house was knocked 
down for $10,425! 


Co-Op 
customer. 


made another - satisfied 


Appraisal Institute 
To Affiliate 


The Appraisal Institute of Canada 
has approved a plan to affiliate with 
the Canadian Association of Real Es- 
tate Boards. The institute is holdings 
its 21st annual national conference 
and study course in Calgary durinz 
March. 

President J. A. MacDonald of Win- 
nipeg said that with Canada’s cur- 
rent expansion the role of the ap- 
praiser — whether in government. 
real estate, mortgage company, trust 
company or bank—is growing in im- 
portance. 

s 


A man can cash in good resolu- 
tions if he keeps them long enough 
to earn dividends. 


The scheme of life seems to be th:t 
one half of it is ruined by our pa:- 
ents, and the other half by our chil- 
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FOR WHAT 
IT'S WORTH 


APPRAISAL 


Your appraisal Editor, J. |. Stewart, is a graduate of the Uni- 
versity of Toronto and Osgoode Hall Law School and also 


holds the degree of Master of Commerce from the University of 
Toronto. He has successfully completed the basic course in 
Town Planning at the University of Toronto, and is currently | 
engaged in studies leading to the Master of Arts in Economics. 
Mr. Stewart is manager of the Appraisal and Mortgage de- 
partment of Shortill and Hodgkins Lid. and has lectured ex- 


J. 1, STEWART 
M.A.I., A.A.C.i., 


tensively across Canada on all phases of real property. S.R.A. 


PROBLEMS IN USING THE 


COST APPROAC! 


By J. 1. STEWART 


The appraiser generally makes use of three approaches 
to the value estimate, namely the Cost Approach, the 
Market Data Approach and the Income Appoach; all are 
perfectly valid and should, if full information is available 
and if it is processed adequately and accurately, result 
in three estimates of value which are closely proximate 
in quantum. These three estimates wiil then be correla- 
ted into a single final estimate of value. 


In considering the applicability of each of the Ap- 
proaches, the appraiser must consider first the type of 
property, secondly the Purpose of the appraisal and 
thirdly the availability of relevant data. Inasfar as type 
of property is concerned, the Cost Approach (as it is com- 
monly thought of) will generally be applied only to im- 
proved properties; it is true that the Approach can also 
be applied to subdivision or other acreage but this special 
case is not illustrative of general principle and so will 
not be discussed in this paper. 


Clearly, value can be estimated by the Cost Approach 
in the case of any improved property as such a property 
provides all the necessary data for processing and correl- 
ating; the steps to be taken would be as follows: 


Estimate the current Reproduction Cost of the 
Improvements. 


Deduct the estimated Accrued Depreciation to the 
Improvements. 


Add in the Estimated value of the site. 


Often Only Approach 


Now as the Approach can be used in every appraisal 
of an improved property, it should be carried out when- 
ever such an appraisal is being made. In some cases it 
will be the only applicable approach; i.e. if no market or 
income data are available which will be the case when 
we are appraising say a church or a school gymnasium. 
In other cases, it will be merely one of'three approaches. 


There appear to be a number of misconceptions con- 
cerning the validity of the Cost Approach and this paper 
attempts to highlight some of these. First, there is the 
very common idea that the Approach tends to set the 
upper limit of value. In fact this may be true if the ap- 
praiser considers Reproduction Cost per se without deduc- 
ting accrued depreciation therefrom; in general, the cur- 
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rent cost of a building plus the current value of the site 
will tend to set a limit to value but even this generality 
assumes that the building is capable of some econom.:c 
utilization. Certainly if by erecting a building a site ‘s 
taken out of otherwise profitable use, and the net revenue 
(after allowing for recapture of capital) from the no. 
improved property does exceed the net revenue from the 
site alone, then the estimate of value by the Cost Ap- 
proach will tend to set the lower limit of value. 


Depreciation Starts Immediately 

In this same vein, we must also consider the fact th: 
as soon as a building is constructed (and in fact some- 
times as soon as it is committed to plans by the archi- 
tect) it starts to “wear out” physically, functionally ani 
economically. In the above illustration we would say that 
the building had “worn out” functionally and economi- 
cally even though physically it was new. 


Secondly, there is the misuse of the concept of “Re- 
placement Cost”. What the appraiser is seeking is an 
estimate of the value of a certain property; the estimate 
based on the Cost Approach must, therefore, reflect the 
depreciated cost of the actual buildings and this can be 
achieved only by applying the concept of Reproduction 
Cost to these buildings. Many appraisers are inclined to 
base their cost estimates on the Replacement concept 
under which they compute costs not of the actual buiid- 
ing but rather of a building which in their imaginations 
contains the same utility as the subject but contains none 
of its functional defects. It is suggested that only the 
Reproduction Cost concept has any validity in appraisals, 
the purpose of which is to estimate Market Value. 


Current Building Costs 

Thirdly, there is the question of the mechanical me- 
thods to be used in computing the Reproduction Cost. 
What the appraiser is after is an estimate of current 
costs of the actual buildings under appraisal and in 
theory he has a choice of three different methods of esti- 
mating; these are:— 


(a) Quantity Survey—which implies taking off of act- 
ual exact quantities of materials required and addins 
labor costs, indirect costs and normal profits for the 
builder. The average appraiser, unless he has an Engin- 
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PROBLEMS IN COST APPROACH cont'd 


eering or equivalent background, will be unable to carry 
out the necessary computations and so will have to rely CAREB 
on outside expert assistance. It is suggested that when- 
ever the Cost Approach is of vital concern in an appraisal 


such outside help should be retained. STATIO N ERY S ERVICE 


(b) Unit in Place— which implies that the appraiser 
will have ascertained the Reproduction Costs of the var- Stocks of the undermentioned pamphlets, cuts, 
ious “units” which go to make up a building; for the rea- etc., are kept at the CAREB office for the con- 
sons mentioned above it is clear that the large majority venience of realtor members of the association. 
oe will be unable to carry out the necessary For example, tee pamphlets on home-buying eal 
selling can be distributed to prospects: they have 


(c) Area or Contents Unit Costs—this implies that the seenn: em tte rank bee your name and cde. 


appraiser measures the building in question and obtains 
the square foot area and from this the cubic content Use of the CAREB cut on your letterhead will 
thereof. To this area or contents he then applies the ap- let people know that you're a CAREB member, as 


ropriate unit costs as obtained from such sources as : , ° 
prop a ee cps will use of the CAREB decal on your window or 
local contractors or builders, his own experience or from 


some Cost Manual and Service to which he subscribes. In car. 
practice the appraiser will probably use a combination of 
the above sources either to develop or check his conclu- PAMPHLETS 
sions as to the appropriate unit costs. Helpful Hints for Home Buyers . $2.00 per hundred 
Helpful Hints for Home Sellers vv $2.00 per hundred 

Degree of Accuracy Differs Hepful Hints on Using the 

Now it must be recognized that these three methods Co-Operative Listing Service . $3.00 per hundred 
of computing costs will each result in a different degree 
of accuracy. A Quantity Survey should result in a cost 
estimate which is to all intents and purposes 100 per cent CUTS, DECALS, PINS 
correct; the Unit in Place will probably be about 95 per 
cent correct while the Area or Contents method will be : Dee ta 
from 85 per cent to 90 per cent correct. Of course, in CAREB Realtor window decals size 8" x 6 50c. each 
any given appraisal, either of the last two methods may CAREB Realtor lapel pins ... essence $1.50 each 
well result in a 100 per cent accurate estimate but this 
will be largely fortuitous. 


Construction Pointers . oe tias 10c. each 


CAREB Realtor cuts for Letterheads $3.50 each 


Therefore, if it is recognized that most appraisers, in 
the absence of outside assistance, will have to rely on 
the least accurate of the available methods for estima- \N 
ting costs and so this basic “starting” figure will in gen- TH f 
eral not be more than say 90 per cent accurate; the wri- 
ter has, among his associates in business, two men who uv 
have had extensive training in cost estimating prior to He FA D L| N S S i: L : CTO R 
’ becoming Professional Apraisers and yet we find that our 
estimates of cost are in general not more than 95 per cent 


correct; if this is the situation when highly trained spe- 
cialists are employed, it is suggested that most appraisers 


A booklet for Realtors with over 200 new head- 
would probably not achieve any better result and that the line ideas for real estate advertisements. 
suggestion that accuracy is limited to about 90 per cent 

is probably valid. "The Word Selection" and "Suggestions For 


(Mr. Stewart's article on PROBLEMS IN USING THE COST sa: : 
APPROACH will be continued in the May issue of the Realtor) Writing Better Selling Copy For Real Estate 


Ads" are other Toronto Daily Star booklets to 


a IO OOD 


help busy Realtors. 


’ 
Remember i ‘ Ask your Daily Star representative for compli- 


It's MONTREAL pennant 


This FALL 
9 * | TORONTO DAILY STAR 


* CAREB's 15th Annual Conference Pirate 
September 21-24 Real Estate Marketplace 
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OTTAWA 


One-in-Four Record 
For Co-Op Sales 


A review of the co-op activities in 
Ottawa for the year 1957 has shown 
that one conveyance in every four in 
the City is via the Board's Co-Op 
‘listing system. In 1954, the ratio was 
one in ten. 


Advertising Campaigns 

Advertising forms one of the main 
expenditures of the Board's 1958 
budget, the amount being $15,000. As 
in 1957, the emphasis this year will 
be on display advertising in the press 
and on radio and via billboards. The 
publicity committee is considering a 
direct mail campaign to go to all 
householders with information about 
the board and its Co-Op services. 


The Board also plans to have an 
information booth at the Central 
Canada Exhibition. 


Statistical Research 

The 1957 statistical summary of 
Board operations in the Co-Op files 
took a new tack this year. Instead 
of emphasizing dollar volume, the 
statistics showed unit activities 
rather than volume. Breakdowns 
showed number of listings sold by 
self and others, percentage of ex- 
piries, percentage of selling price to 
listing price, total of salesmen with 
firm, average number of sales per 
active salesman, average dollar vol- 
ume of sales per salesman. Overall 
‘Statistics showed that 43 per cent of 
all Co-Op listings were sold by other 
Board offices, that 63 per cent of all 
listings taken expired and that the 
percentage of selling price to listing 
price was 91 per cent. 

A review of the summary clearly 
showed what firms were chronically 
responsible for the high volume of 
expiries and the low volume of sales, 
and was of great assistance to these 
firms in rectifying their listing and 
selling problems. 


Executive Committee: 


* o 
F. N. McFarlane, Ottawa, President. 
SSOCIA Lon O C. W. Rogers, Toronto, Vice-President. 


Real Ksiate 


Boards 


BARRIE 

Barrie and District Real Estate 
Board entertained realtors from Sim- 
coe county at their February meeting. 

Thirty-four realtors were present 
in all, with representatives from 
Orillia, Alliston, Balm Beach, Colling- 
wood and Midland. 


Charles Rogers, past-president of 
the Barrie Board introduced guest 
speaker Hugh Shorthill who spoke on 
“Real Estate Salesmanship”. 


Following Mr. Shorthill’s speech 
suggestions were voiced concerning 
the possibility of the formation of 
local real estate boards in Simcoe 
county. 


Also present at the meeting were 
OAREB Regional Director C. W. 
Rogers, and exec.-sec. H. W. Follows. 


CHATHAM 


Photo Co-Op 


A photo co-operative listing of all 
real estate is the most recent service 
started by the Chatham Real Estate 
Board. 


Introduced by W. F. Patterson, 
1958 president, who introduced the 
co-operative listing system in 1949, 
the new picture listing is proving a 
boon to Real Estate Board member- 
ship in Chatham, which now stands 
at about 50. 


During the past year, bylaws and 
code of ethics were brought up to 
date to conform with those of other 
boards. 


Standards of practice and com- 
mission charges were also brought 


into line with the larger bodies. 


Under 1957 president Gordon Want, 
Chatham Real Estate Board con- 
cluded a “good year” in December, 
and “looks forward to a big year in 
1958.” 


Volume of sales during 1957 in- 
creased two to three hundred per 
cent over 1956, Mr. Patterson said. 


Regional Directors: 

A. Sinnott, London: A. Hawreliak, St. 
Catharines: J. Roberts, Port Credit; 
F. J. Dawson, Sault Ste. Marie; R. 
Thompson, Peterborough. 


Executive Directors: 

P. H. McKeown, Ottawa; Sam Camp- 
bell, Hamilton; ?. J. Harvey, Brant- 
ford. 


Past President: 
P. A. Seagrove, Hamilton. 


Secretary-Treasurer: H. W. Follows. 


FORT WILLIAM 


Re-Elect Lillie 


W. H. Lillie will head the Fort 
William Real Estate Board for a 
second term. Mr. Lillie was returned 
to office at the annual dinner meeting 
of the Board Feb. 27th. 


Also to serve a second term is v-p 
L. A. Grant. S. Foster was elected 
secretary-treasurer and the board of 
directors will be composed of Van 
Bailey, F. T. Delgaty, and S. T. 
Cooke. 


Guest speaker at the meeting was 
Harry Spenceley of Hamilton. Mr. 
Spenceley urged realtors to con- 
tinualy boost their acceptance on a 
professional level by acquiring more 
academic knowledge. 


Another tool, Mr. Spenceley told 
the group, is utilization of all bene- 
fits handed down by pioneers. Ad- 
vantage must be taken of knowledge 
acquired by early organizers. 


The speaker also stressed the im- 
portance of co-operative or multiple- 
listing selling. 

In conclusion, Mr. Spenceley stated 
the goal of security could be reached 
only with organization, co-operation, 
planning and study. 

Introduced by President Lillie, the 
speaker was thanked by L. A. Grant. 


Step Forward 

Reporting on progress, Mr. Lillie 
stated interest in the board is grow- 
ing with attendance increasing and 
new members being added. The fact 
that new salesmen are xequired to 
Pass examinations, he said, is “a 
great step forward.” 


The advantages of the multiple 
listing system were outlined by Mr. 
Lillie, to promote even greater 
acceptance of co-operative listing. He 
also advocated petitioning city coun- 
cil for representation on the town 
planning board. Later brought up in 
the form of a motion, the idea was 
unanimously accepted. 
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TORONTO 


Parking Survey 


‘Thirty-five Toronto Real Estate 
Beard salesmen went knocking on 
the doors of 1,420 apartments in the 
city one day last month. The knock- 
ing was part of a survey conducted 
by the board to show that parking 
requirements in apartment zoning by- 
laws are too unrealistic. 


They found that the visitor-driver 
percentage was only three per cent, 
whereas new bylaws recommend 125 
occupancy parking spaces be provided 
for every 100 apartments. 


“We were given a good hearing”, 
TREB past president MacArthur said 
after the Board had pleaded its case 
before the Ontario Municipal Board. 

“When builders see how much land 
they have to buy to provide such high 
-parking requirements, they just 
aren’t going to build. They'll move to 
the suburbs. That’s okay for the sub- 
urbs, but it doesn’t do anything for 
Toronto’s development.” 


He reasoned that 10 years from 
now the problem of parking could 
easily undergo a total change. De- 
spite more auto registrations, new 
parking methods (even the replace- 
ment of some cars by helicopters) 
could take place. 


Professor Anthony Adamson placed 
the survey results before the OMB, 
accompanied by Mr. MacArthur and 
the board's solicitor, Harold Willis. 


Appraisal Course 

TREB is sponsoring a course in real 
estate appraisal in Toronto April 
28th-May 10th. The course is being 
held with the co-operation of the 
American Institute of Real Estate 
Appraisers and will give successful 
candidates 10 credits towards the 
designation M.A.I. 


The lecturers will be David L. 
Montanna, M.A.I., A.A.C.I., S.R.L, 
immediate past president, American 
Institute of Real Estate Appraisers, 
and Robert A. Davis, M.A.I., A.A.C.L, 
S.R.I. Mr. Davis is a member of the 
teaching faculty of the ..merican In- 
stitute of Real Estate Appraisers. 


Duration of the course is two 
weeks, at the end of which time 
examinations will be held which will 
count towards the M.A.I. designation. 


Fee for the course is $75. Persons 
wishing to enrol should make im- 
mediate application to the Secretary, 
Toronto Real Estate Board, 1883 
Yonge Street, Toronto. 
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March Luncheon Meeting 

Outlook for general business, 
money market conditions and the 
field of real estate show definite 
promise in the Toronto area, accord- 
ing to James C. Downs, Jr. 

Chicago realtor Downs was speak- 
ing in Toronto to the March 10 
monthly meeting of the Toronto Real 
Estate Board, ‘‘Canadian realtors”, 
he said, “and especially those in 
Toronto, should look to a _ bigger 
business and increased prices for real 
estate during the coming year”. 


Women In Real Estate 

The annual meeting of the women 
brokers and women active associates 
of the Toronto Real Estate Board 
was held March 12 at the Granite 
Club. Presiding was Mrs. J. L. Jack- 
son, the retiring chairman. New 
chairman is Mrs. R. D. Kerby, with 
Mrs. B. Sankey as vice-chairman. 

Presiding at the tea table following 
the meeting was Toronto Board V-P 
Mrs. Grace Leckie, and Mrs. A. V. 
Phillips. 


BRANTFORD 

REALTORS ASSOCIATION 

An educational course was held in 
Brantford during the last weeks of 
February. The course was sponsored 
by the Brantford Realtors’ Associa- 
tion, and conducted by Mr. W. Ryan, 
educational director of the Toronto 
Real Estate Board. 

Members of the Galt and Wood- 
stock boards were also. present, 
making a total of 32 brokers and 
salesmen in attendance at the course. 
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TIMMINS 

Though it has been in existence less 
than a year, the Timmins Real Estate 
Board has already met two of its 
main objectives; more property is 
being sold, and greater confidence is 
being placed in the realtor, secretary 
Gerry LaBreche told the Timmins 
Press. 

The board now has a membership 
of 40 brokers and salesmen, and com- 
prises 90 per cent of the real estate 
brokers in the district. 

The companion organization, Por- 
cupine Co-Operative Listing Bureau, 
was established at the same time the 
board was founded and is making 
rapid strides, as the Timmins resi- 
dents begin to understand the aim of 
the Board to improve the service to 
the community. 


PETERBOROUGH 
REAL ESTATE BOARD 

Realtors from Coburg, Port Hope 
and Lindsay were guests at last 
month’s meeting of the Peterborough 
Real Estate Board. Harold Tanton, 
registrar of the Real Estate and 
Business Brokers’ Act was _ guest 
speaker. 


S. D. CAMPBELL 


Samuel D. (Sam) Campbell, 90, in 
the real estate and insurance busi- 
ness in London since 1914, died at his 
home in London, March 9th. 

Although Mr. Campbell retired 
several years ago from his real estate 
business, he remained active in in- 
surance and was a life member of the 
London Real Estate Board. : 


ADMIRING ACHIEVEMENT AWARD 
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S. R. Gullen and 
Lloyd Randall, 1957 
and 1958 presidents 
respectively of the 
Brantford Realtor's 
Association, seen 
here admiring the 
OAREB Achievement 
Award, presented to 
the Brantford Real- 
tors at the Hamilton 
Conference. 














WINDSOR 


Co-Op Contest 


Prizes totalling $150 have been put 
up for contest by the Windsor Board. 





First prize of $100 will go to broker 


or salesman who sells the most co- 
ops during March, April and May, 
1958. 


Prize contest’ is part of a four-point 
program being instituted by the 
Windsor Board to encourage co-op 
listing and selling. Other points were: 


e Brokers inspecting a _ property 
should advise the listing broker of 
the listing price. 


® Teela surveys are fine for helping 
to get realistic prices for listings. 


® Brokers should use the words 
“Photo Co-Op Realtor” in their 
classified advertising. 


Educational Series 


March 22nd saw the Windsor Board 
inaugurating its lecture series for all 
brokers and sales personnel. Meeting 
every Saturday for a two-hour lecture 
period followed by discussions were 
about twenty-five members of local 
real estate firms. 


Following topics have already been 
covered: 


March 22—Salesmanship and Ethics: 
Mr. Allan G. Clarkson of Sarnia, 
“Salesmanship”; Mr. Wilfred Webb 
of London, “Ethics”. 





EVERYBODY 


reads the 


Spectator 


There are more Spectators sold 
in Hamilton DA/LY than there 
are homes in the city. 


FOR COMPLETE COVERAGE 
AND QUICK ADVERTISING 
RESULTS 


use 


SPECTATOR 
WANT ADS 


Serving one of Canada's fastest 
growing areas 


THE HAMILTON SPECTATOR 


Est. 1846 Hamilton, Ontario 
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March 29-——-Appraisals and Listings: 
Mr. James Egerton, Manufacturers 
Mortgage Co., London, ‘“Apprai- 
sals”; Mr. F. C. Corp, Toronto Gen- 
eral Trusts, Windsor, ‘Listings’. 

April 5—Mechanics of Mortgages and 
Financing: Mr. Thomas M. Simp- 
son of Canada Trust Co., Windsor. 


April 12—Surveying Costs and Me- 
chanics of Subdividing: Mr. C. 
Maurice Armstrong, Land Survey- 
or and Civil Engineer, Windsor. 
These topics will be covered at fut- 

ure meeting lectures in the course: 


April 19—Offers to Purchase and 
Legal Technicalities: Mr. Archie F. 
Gignac, Q.C., Solicitor, Windsor. 


April 26—City Bylaws and Urban 
Bylaws and Zoning: Mr. Clarence 
Cole, Architect and Teacher, Sand- 
wich West Planning Board, Wind- 
sor. 


May 3—Accounting and Bookkeeping 
and Taxation: Mr. Francis Loren- 
zen, Chartered Accountant, Wind- 
sor, will lecture on Accounting; Mr. 
Keith Laird, Barrister, Windsor, 
will lecture on Taxation. 


May 10—Property Management: Mr. 
Georg Pipe, Leonard Reaume Co., 
Detroit, will lecture. 


May 17—Advertising and Display: 
Mr. William Hunter, Advertising 
Manager, Windsor Daily Star, 
Windsor, will lecture. 

May 24—Office Procedure and Man- 


agement: Sales Manager from De- 
troit (name not yet available). 
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Donate to Library 


At the regular dinner meeting of 
the Windsor Real Estate Board held 
Feb. 26, Mr. C. Maurice Armstrong, 
civil engineer and land surveyor, was 
guest speaker and gave many in- 
teresting ideas regarding the develop- 
ment of raw land. 

Also speaking at the same eve- 


ning was Stanley Pickett, of the 
Community Planning Association of 


* Canada, who discussed Urban Re- 


newal. He was assisted by Mr. A. 
Davey of the Planning Department, 
City of Windsor. 


Tangible record of the current pub- 
lic relations program of the Windsor 
Board, was the donation made recent- 
ly to the Windsor Public Library. 


Accepting the cheque for $200, 
which is to be used to purchase books 
and periodicals on real estate for the 
real estate section of the library, was 
Miss Gladys Shepley, chief librarian 
of the City of Windsor. 


BRAMPTON 
REAL ESTATE BOARD 


Correction: in the list of officers of 
the Brampton Board for 1958, the 
name of President W. J. Sansford 
was omitted. H. A. Clark, who is 
honorary president of the group was 
incorrectly given the title of presi- 
dent in the February issue of the 
Realtor. 
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Shown above are directors F. Corp, G. Maxwell, E. Redeker, H. Whiteside, T, Simpson, and J. 
Stankov. Seated are vice-president R. W. Hyland, past-president Alex Hoffman, president Ivan 
Thrasher, and exec.-sec. Miss B. Wood. Absent when photo was taken were directors J. Clarke 


and C. Stroud. 
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PROFILE 


Well-known Toronto realtor Clif- 
ford W. Rogers was elected vice-presi- 
dent of the Ontario Association at 
the Hamilton Conference. 


In addition, Mr. Rogers is chair- 
man of the 1958 Legislation and Li- 
cense Law Committee and heads the 
Finance Committee of the Associa- 
tion. 
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C. W. ROGERS, F.R.I. 


Mr. Rogers is vice-president of A. 
E. LePage Ltd., Toronto realtors. A 
veteran realtor, he started his career 
in Toronto in 1911. He managed his 
own real estate firm until merging 
it with A. E. LePage Ltd. in 1954. 


He is a past president of the To- 
ronto Real Estate Board and has ser- 
ved as chairman of the arbitration 
committee and of the ethics com- 
mittee. 


NAREB Convention 


As president of the Toronto Board 
he headed a delegation which flew to 
Florida with Mayor Nathan Phillips 
in 1956 and convinced the annual con- 
vention of the National Association 
of Real Estate Boards that it should 
hold its 1959 convention in Toronto. 

Since then he has made several 
trips to NAREB headquarters in Chi- 
cago to coordinate arrangements for 
this convention. 


More than 6,000 delegates who an- 
nually attend will make it the larg- 
est convention ever held in Toronto. 


Mr. Rogers has been a director of 
the Ontario Association of Real Es- 
tate Boards since 1952 and last year 
served as regional director on the 
executive. He is a fellow of the Cana- 
dian Institute of Realtors and also 
serves on the finance committee of 
the Canadian Association of Real 
Estate Boards. 
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Registrar Visits 

Real estate men were warned 
against selling on Sunday at the Feb- 
ruary meeting the Galt-Preston- 
Hespeler Real Estate Board. 

“A contract signed on Sunday can 
be voided” declared Harold Tanton, 
registrar of the Real Estate and 
Business Brokers’ Act, Department of 
Insurance for Ontario, who was dis- 
cussing the relationships between the 
real estate salesman, his customers 
and the law. 


Mr. Tanton said that perhaps some 
of the lawyers present who were in- 
vited to the meeting would disagree 
on the legality of Sunday contracts 
but mentioned a case currently being 
tried in Toronto courts. In this in- 
stance the contract was signed on 
Sunday but pre-dated to Saturday. 


The speaker emphasized in his 
talks that his office was there to help 
those connected with real estate. He 
asked the meeting not to feel that he 
was just throwing his weight around 
and reminded them that the laws 
were made to protect the public from 
the unscrupulous few who were found 
in every business. 


Most Are Ethical 

“Real Estate men on the whole are 
ethical in their business dealings with 
the public,” he said. There are a few, 
however, who bring dishonor to the 
profession and who are being weeded 
out. 


One of the most frequent causes of 
complaint received at his office con- 
cerned the manner in which homes 
were listed for sale. 


“Realtors should be extremely care- 
ful in getting all the facts on houses 
placed on their listings, he said. It 
must state not only the price and 
terms but whether or not mortgages 
are renewable, taxes, frontage and 
location. 


“A listing with a broker is not valid 
unless a definite expiry date is speci- 
fied,” he said. ‘It also should be made 
clear if there is more than one date 
on which the listing might expire. It 
is also invalidated if a true copy is 
not given to the person giving the 
listing. This copy must be legible.” 
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ST. CATHARINES-NIAGARA 
BOARD 
Effective March 3rd, St. Cathar- 
ines-Niagara realtors revised their 
tariff scale for real estate sales. 





Commission on exclusive listings 
is now four per cent compared to 3!: 
per cent in the past, while the open 
listing commission has jumped from 
342 to five per cent. Co-Op listing 
remains at 5 per cent. 


So-called open and verbal listing 
would be discouraged in the future, 
as the board felt it did not serve the 
best interests of the client and the 
broker. 


The Board reported that in too 
many instances the open listing 
proved conflicting not only between 
brokers but between buyer and ven- 
dor. The open or verbal listing prac- 
tice left much confusion in the price 
structure. 


Unanimous approval was given by 


the board membership on_ these 
moves. 


or 


KINGSTON 
REAL ESTATE BOARD 
In his maiden speech as president 
of the Ontario Association of Real 
Estate Boards, F. Norman McFar- 
lane of Ottawa drove home a mes- 
sage on the virtues of co-operation 
among realtors, to an audience of 
forty Kingston realtors on March 14. 


Kenneth S. Raven, new president 
of the Kingston board was in the 
chair at the meeting. G. Graham 
Thomson, immediate past president, 
introduced the guest speaker, who 
was thanked by Alfred Gaunt. The 
meeting was also attended by CAREB 
president Murray Bosley, OAREB re- 
gional director Ross Thompson, Roy 
Wymark, Ottawa REB president and 
G. W. Sunderland, Central St. Law- 
rence Board president. 
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TRI-COUNTY BOARD 
The Tri-County Real Estate Board, 
meeting March 3, established their 
proposed co-operative listing scheme 
which goes into effect immediately. 


Practically all Tillsonburg realtors 
are members of the co-operative 
group, with good representation from 
Aylmer, Delhi and other centres in 
the tri-county area. 


The minimum fee for listing with 
the Co-Op will be five per cent, 
ranging up to 10 per cent for smaller 
or specialized sales. 


Reg. Freeman is president of the 
Tri-County Board, and Joe Mooney 
secretary. 
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BRITISH COLUMBIA 4 coo 


Spectacular 500°. Membership Rise 


ialion of 
Real Estate 
Boards 


President: 
M. G. Clinkhammer, Cranbrook. 


Vice-Presidents: 
Miadin G. -Zorkin, Nanaimo; Fred Philips, New 
Westminster. 


Past-Presidents: 
Col. H. R. Fullerton, Vancouver. 


Directors: 

George Brown, Harold Chivers, Charlie Brown and 
Fred Urquhart of Vancouver; Laurie Kirk and P. 
D. P. Holmes, Victoria; W. E. Anderson, North 
Fraser; J. R. Harvey, Quesnel; G. F. Brown, Surrey; 
E. B. Cousins, Kootenay 





Attendance Tops 350 
At BCARESB Conveniion 


The Second Annual B.C. Associa- 
tion of Real Estate Boards Conven- 
tion in Victoria, March 17 and 18, 
was a stunning success. Well over 
300 agents, salesmen and wives 
checked in to the Capital City’s 
Empress Hotel for the two-day meet, 
far exceeding the best expectations 
of the convention planners 200. 


Highlights if the convention were: 

® Disclosure that membership rose 
from 419 early last year to 2,181 at 
the end of December. Number of 
Active (agent) members rose from 
419 to 466 while the number of 
salesmen members rose from zero 
to 1,715. 


e Listings with the newly-formed 
B.C. Multiple Listing Service have 
reached the 100 mark and the first 
four have been sold: three in 
Nanaimo and one in Victoria. List- 
ings were obtained as_ follows: 
Victoria 34, Nanaimo 36, 6 New 
Westminster and 21 Vancouver. 


Announcement by Dean E. D. Mac- 
Phee of the Faculty of Commerce 
and Business Administration of the 
University of British Columbia 
that a degree course in real estate 
would commence this fall with the 
department under the direction 
of Prof. Phillip White. Formerly 
with the University of London 
(Eng.) he is recognized as a world 
authority on real estate. 


Announcement by Attorney-Gen- 
eral Robert Bonner, Q.C., that the 
Provincial Legislature had passed 
a new Real Estate Act. The Act 
makes provision for limited “‘self- 
policing’, one of the major points 
sought by the B.C. Realtors. 


@ Convention participation by rep- 
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resentatives from every B.C. Board 
plus good attendance by individual 
agents from non-organized areas. 
In all there were representatives 
from 38 B.C. cities. 


Phone Salesman 
Amazes Delegates 

Tuesday afternoon the convention 
witnessed an incredible display of 
salesmanship by telephone put on by 
Jack Schwartz of Los Angeles, 
generally regarded as North Ameri- 
ca’s greatest telephone salesmen. 
Using special equipment which per- 
mitted his audience to hear both 
ends of the conversation he demon- 
strated the technique which enabled 
him to sell $19,000,00’s worth of in- 
surance in 20 years by telephone and 
almost entirely on “cold” calls. 


Schwartz's recipe for the develop- 
ment of a telephone personality in- 
cludes three main points. Adopt the 
correct mental attitude—for example 
“if you’re selling houses you must 
feel that you're not just selling 
sticks and stones, but homes and 
family happiness.” 


You must have faith in yourself 
and “smile when talking, then your 
voice will smile.” 

On the first ‘“cold-call” Schwartz 
made, posing as a member of a well- 
known Victoria firm, he asked the 
lady that answered the phone if she 


‘had ever considered selling her home. 


Her reply was yes, she had just been 
thinking about it when he called. 


He then asked if he could be of 
any assistance—perhaps he could call 
around ‘right away. The reply that 
this would be fine nearly brought 
about a stampede. Concluding the 


call quickly, Schwartz asked that the 
doors of the convention room be 
closed before all of his audience left 
to try and get the listing. 


On Monday night delegates and 
their wives enjoyed a delicious buffet 
dinner in the Crystal Gardens, fol- 
lowed by entertainment in = and 
above the green waters of the 
Crystal's big swimming pool. For the 
final banquet in the Empress Ball- 
room on Tuesday the ladies commit- 
tee had arranged unique replicas of 
Victoria's five-globed “hanging flower 
basket” street lights as table decora- 
tions. 


Ladies’ Events 

Two special events arranged for 
the ladies were well attended by the 
90 wives and salesladies attending. 
On Monday a special fashion show 
was staged in Eaton's dining room 
and on Tuesday Mrs. Russell Ker, 
wife of the president of the host 
Victoria R.E.B. opened her gracious 
home for an afternoon tea. 


SALESMEN'S DIVISION 
ELECTIONS 

Bert Edwards of Macauley, Nicolls, 
Maitland & Co. Ltd. was installed as 
President of the Salesmen’s Division 
of the Vancouver Real Estate Board 
at the Division's Annual Meeting in 
the Astor Hotel, Friday March 7. He 
succeeds Waiter Kerr of the same 
firm as President. 

Elected Vice-President was Alfred 
Buttress. Newly-elected directors are 
John Craig and Glen Glendinning and 
Bill Lewis. 

Re-elected as Directors for the 
coming year were Kenneth W. Ire- 
land, Ivan W. McComb, Dennis H. 
Shaw, and Mrs. Lillian Wyllie. 

In his report to the membership. 
retiring President Walter Kerr called 
for continuing co-operation between 
salesmen and broker members of the 
Board and expressed the opinion that 
a considerable measure of success 
had been achieved in the Division's 
efforts during the year. 





VICTORIA 


Hold Housing Panel 


Loans for the building of new 
homes are no longer an acute prob- 
lem, members of the Real Estate 
Board of Victoria were told at their 
meeting last month. 

Feature of the meeting was a panel 
discussion in which representatives 
of the Central Housing and Mortgage 
Corporation, a chartered Bank, a 
loan company, an architect and a 
builder took part. They showed that, 
from the loan availability point of 
view, the building slump is over, but 
many housing problems remain to be 
solved. 

Christopher Dowling, manager of 
Central Mortgage and Housing in 
Victoria, said the recent amendments 
to the National Housing Act had not 
only made government money avail- 
able for loans, but had eased borrow- 
ing requirements. 


Oldest Homes Hit 

Leslie Pope, representing a mort- 
gage company, said the increased 
availability of loans would have an 
effect on the real estate value of 
older Victoria property. 

Mr. Pope did not think the NHA 
mortgage interest rate of 6 per cent 
was likely to be changed in the near 
future, but he thought the rate on 
conventional loans might drop from 
the present level of 7 per cent to 6142 
per cent in six months’ time. 

Daryl Hawkshaw, banker, thought 
that the easier NHA terms were 


PHOTOS FROM THE BCAREB ANNUAL 
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LEFT: The B.C. Association of Real Estate Boards elected and 
installed a new slate of offices at the Victoria convention March 17 
and 18. Left to right they are (seated): 2nd Vice-President, Fred 
Philps, New Westminster; President, M. G. Klinkhammer, Cranbrook; 
Past-President, Col. Herbert R. Fullerton, Vancouver; and Ist Vice- 
President, Mladin G. Zorkin, Nanaimo. Standing are: George Brown, 
Vancouver; Phillip D. P. Holmes, Victoria; W. E. ‘Bill’ Anderson, North 
Fraser R.E.B.; Fred Urquhart, Vancouver; John R. Harvey, Quesnel, 
(Cariboo R.E.B.); Charlie Brown, Vancouver; Harold Chivers, Van- 
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probably only of a temporary nature, 
and that the 27 per cent of income 
for shelter was excessive. 

“The new provisions were for 
pump-priming purposes and it looks 
from the local building situation as if 
they had already been effective,” he 
said. 


Budget 
Research House 


Built for $7,000 


Details of a budget research house 
were revealed at the Toronto Con- 
vention of the National House- 
builders Association. 

A committee of the association has 
been working for a year and had 
assumed the task of developing a low- 
cost house that would include all of 
the cost-cutting features that build- 
ers could devise, and yet still stay 
reasonably close to the _ building 
standards. 

The Preston house was built for 
$7,400 by builder G. Hipel. This does 
not include price of lot. It is a 
three-bedroom, non-basement_ unit 
24’ x 36’. 

Features include: 

Heated crawl space, eliminating 

ductwork. 

Plywood floors, siding, sheathing. 

Concrete foundations, without foot- 

ings. 

864 square feet of living area, 

same as a brick house of 925 square 

feet. 


Pe Se. 


ADVERTISING ... OR SPACE 
KILLERS? 

Well-written ads, that leave no 
hidden meanings or misunderstand- 
ings, are still the most economical in 
the long run. Here’s a list of words 
and expressions you'll see every day 
in the classified columns. They all 
waste your money and should be 
avoided: 

Price reasonable: From whose point 
of view? If it is reasonable, name it. 

Modern improvements: Modern light- 
ing, garbage disposal, or just a bath 
and running water? 

Newly renovated: An objectionable 
word, suggests ‘fumigated’. 

Must be seen to be appreciated: 
Probably true, but this is a lazy ex- 
pression. Make the reader want to 
see it by mentioning specific 
attractions. 

Convenient Location: Convenient to 
what? Local dump or city hall? 
Very attractive: Could be, but why 

not name the attraction. 

Unusual opportunity: Not enough, 
you must say something to prove it. 

Leaving town suddenly: Of course 
it’s none of the reader’s business, 
Mat. 

Owner says sell: Obviously. How else 
would you have got the listing. 

No reasonable offer refused: The last 
resort of the despairing salesman. 
Possession soon: Say when or don’t 

bother. 

Call for an appointment to see: If 
you make it sound attractive, 
they’ll call without being told. 

Won’t last long: Going to collapse, 
maybe? 


CONVENTION 
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couver; and Laurie Kirk, Victoria. Not present for the photo were: 
George F. Brown, Surrey R.E.B., and E. B. Cousins, Kootenay R.E.8. 
RIGHT: More than 80 salesladies and wives were amongst those at- 
tending the B.C. Convention. About to leave the Empress Hotel 
for one of the special events arranged for the ladies are (left to 
right): Mrs. F. W. Facer, Nanaimo; Mrs, J. K. Cooper, New West- 
minster; Mrs. William Key, Hope, B.C.; Mrs. Peter Williamson and 
Mrs. G. H. Harvey, both of Vancouver. 
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VANCOUVER 


McPhee Will Lead 


Educational Seminar 


A five-day program of educational 
seminars on real estate has been set 
by the Vancouver Real Estate Board. 
It will be held at the University of 
British Columbia from Tuesday, May 
6 to Saturday, May 10. 

Attendance is expected to exceed 
the 250 mark set at the highly suc- 
cessful three-day session held by the 
Board at U.B.C. last June. It wili be 
the fourth seminar staged by the 
local Realtors in co-operation with 
. the University in the past three 
years. 

The first two days of the sessions 
will be devoted to topics primarily 
of interest to real estate brokers 
with the next two days directed to- 
wards the salesmen. The last day, 
Saturday, will be devoted to a morn- 
ing question period. 

Dean Earle MacPhee of U.B.C.’s 
Faculty of Commerce and Business 
Administration will lead off the Semi- 
nar Tuesday morning, speaking on 
“The State of the Nation’s Business 
in 1958 and How It Affects the Real 
Estate Business in British Columbia”. 


Many Subjects Discussed 

Initial plans for the rest of the 
first day’s program call for leading 
Realtors to discuss such subjects as 
Changes in the Real Estate Licensing 
Act, Building Standards and Fire 
Zones, The Land Registry Act and 
Appraisals, including value causing 
factors and how to interpret them 
and residential appraisal as it con- 
cerns the owner. 


On Wednesday there will be four 
panel discussions with Realtors who 
specialize in each field as panelists. 
Subjects to be covered include com- 
mission division and co-operation 
amongst agents, the listing and sell- 
ing of commercial and industrial pro- 
porties, the problems of the office 
manager and accountant in the real 
estate office, agency obligations and 
rights, licensing of real estate sales- 
men and agents and discipline and 
complaints. 


Salesmen's Sessions 

On Wednesday, the salesmen’s ses- 
sions will deal with standardization 
of entry into the real estate business, 
listings, ethics and sales. Thursday's 
probable subjects are advertising, 


Multiple Listings, appraisals and in- 
terim agreements. 

The sessions conclude Saturday 
morning with a question period from 
9 to 11.30. The weekday sessions 
will all commence at 8.45 and end be- 
tween 4.30 and 5.09. 

Charlie Brown, Vice-President of 
the V.R.E.B. and chairman of the 
Board's Education Committee is in 
charge of the arrangements. 

Registration is open to all agent 
and salesmen members of the Van- 
couver Board and an invitation has 
been extended to members of Real 
Estate Boards in the surrounding 
areas to participate. 


MOOSE JAW 

Eunice Riley, classified advertising 
supervisor of the Thomson chain of 
Canadian newspapers, was the guest 
speaker at the March 12th meeting 
of the Moose Jaw Real Estate Board. 
Her speech on “How To Make Money 
in Real Estate’ delved into the in- 
tricacies of classified advertising, was 
heard by a near 100 per cent atten- 
dance of Moose Jaw Board members. 


SASKATOON 


Gordon Racine was elected presi- 
dent of the Saskatoon Real Estate 
Board for 1958. The complete slate 
was announced by William King, 
board secretary, as follows: 


First vice-president, Cliff Mce- 
Clocklin; second vice-president, Gor- 
don Hymers; honorary sceretary- 
treasurer, William Russell. 


Directors: Lloyd Jones, Morrie 
Thompson, Lyle Holmes, and Ted 
Prefontaine. Committees will be ap- 
pointed at the board’s next meeting. 


MARITIMES 


Inter-Board Meet 


Seven members of the Moncton 
Real Estate Board journeyed to 
Sussex to rendezvous with the Presi- 
dent and other members of the Saint 
John, Lancaster and St. Stephen Real 
Estate Boards, early last month. 


Commented CAREB regional vice- 
president J. F. Ritcey: “It was a very 
successful meeting. The main points 
discussed were the setting up of a 
multiple listing system in Saint John: 
a proposed campaign to increase 
membership in CAREB throughout 
the province; the early formation of 
a provincial Association; and the pro- 
posed legislation for realtors, which 
is under discussion at great length.” 


SALESMEN’S DIVISION MEETING 
ie co 
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Installed as officers of the Salesmen's Division of the Vancouver Real Estate Board at the 
Division's annual meeting March 7, were (left to right—standing): John Craig, Turner Meakin 
& Co. Ltd., Iwan McComb, Rutherford-McRae Ltd., Glen Glendinning, H. A. Roberts Lid. 
Ken Ireland, Suburban Realty Ltd., and Dennis Shaw, Macauley, Nicolls, Maitland & Co. Lid. 


Seated in front are (L-R): Bill Lewis, Gordon Hill Realty Corp. Ltd., Mrs. Lillian Wyllie. 
H. A. Roberts Ltd., President Bert Edwards of Macauley, Nicolls, Maitland & Co. Ltd. and 


Vice-President Alfred Buttress of Haskins Realty. 













Real Estate 
Association 





200 delegates attended the 11th 
Annual Alberta Real Estate Conven- 
tion held at the Civic Sports Centre 
and Marquis Hotel in Lethbridge, 
March 15th. 

They discussed a new licensing and 
education program, revised the com- 
missioning schedule in the province 
and elected officers for the ensuing 
year. 

‘The year 1958 will be a year of 
prosperity for the real estate man 
who out-thinks his competitors 
rather than out-runs them or out- 
spends them,” Fred Huebenthal of 
Chicago told delegates. 


Mr. Huebenthal, a realtor for over 
33 years and now an economic con- 
sultant with a real estate firm and a 
savings and loan firm in Chicago, 
Was guest speaker at the realtors’ 
rally. 

“It’s time to apply a little imagina- 
tion to real estate,” he told the 
gathering. “We shouldn’t be bound 
by the ordinary limits of thinking.” 

He suggested real estate men 
should quit ‘“‘selling’’ and start help- 
ing people. The real estate business 
merely helps people who have a home 
to sell or want to buy a home, he ex- 
plained. 


Jackson Elected President 

Ervie Jackson of Calgary was 
elected president of the association 
at the meeting, while G. L. “Linc” 
Coward of Lethbridge was elected 
vice-president. 

Directors elected Saturday were 
_~, Elmer Sanders and Darrel Tarves, 
f +) both of Calgary, Peter Stackniak and 

Gordon McAfie, both of Edmonton, 
William Bolze of Red Deer, Ben 
Stone of Medicine Hat and L. W. 
Puffer of Lacombe. 


Mr. Stackniak, Mr. Bolze and Mr. 
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EXECUTIVE COMMITTEE 
E. Jackson, Calgary, President. 
Linc Coward, Lethbridge, Vice-President. 


Directors: Ben Stone, Medicine Hat; M. Tarves, 
Calgary; L. W. Puffer, Lacombe; W. Bolze, Red 
Deer; P. Stackniak, P. A. Buttar and J. A. McAfee, 
Edmonton. 


Secretary: W. F. Johns, Calgary. 








AREA Annual Meeting 


Elects New Exec. 


Puffer all served as directors last 
year also. 

The convention was opened by Mr. 
Coward, convention chairman, invo- 
cation was given by Rev. L. T. Har- 
bour, and civic greetings were ex- 
tended to the delegates by Mayor 
A. W. Shackleford. 

The great progress in opportunities 
for real estate men in the past few 
years was pointed out to the con- 
vention by J. A. McPhee of Edmon- 
ton, commissioner for real estate and 
superintendent of insurance for the 
Alberta government. 


High Regard 

Realtors are no longer regarded 
“as confidence men in disguise,” Mr. 
McPhee told the delegates. The 
licencing act of 1929 is mostly 
responsible for the present high re- 
gard for real estate men he said. 

“Confidence of the people is the 
important factor in real _ estate 
work,” he stated. 

Membership in the association in- 
creased by 56 during the last year, 
Stan L. Melton of Calgary told the 
convention in presenting his mem- 
bership committee report. A total of 
587 realtors belong to the association 
at the present time, he stated. 

The association’s financial state- 
ment, presented by secretary-treas- 
urer W. Frank Johns of Calgary, 
showed a balance at date of 
$2,122.91. Revenue for 1957, from 
membership fees, was $2,933 while 
total expenditures were $2,768.76. 


CALGARY 
REAL ESTATE BOARD 
Mr. J. I. England, president of the 
Calgary Real Estate Board, an- 
nounced the completion of renova- 
tions to the Board Offices. Included 
in recent building plans was a fully 








equipped classroom to hold forty 
students. 

Mr. England stated that future 
primary courses conducted by the 
Board would be held in the Associa- 
tion building. 

The value of the building and 
parking lot now owned by Calgary 
Board is estimated at $85,000. 


March Meeting 

Approximately 100 Calgary real- 
tors attended the March general 
meeting of the Association to hear 
Mr. E. C. Marshall (branch sec- 
retary, Western Canada Under- 
writers Association) speak on “Your 
Silent Partner’, a description of the 
various activities of the organization. 





LOOKING FOR AN 
EFFECTIVE ADVERTISING 
MEDIUM IN ALBERTA? 


Sell the BIG ALBERTA MARKET ... through 
the Edmonton Journal CLASSIFIED 
SECTION. The constantly growing 

volume of British Columbia and 
Saskatchewan advertisers reflects the 
real power of Journal Want Ads 
in selling business and commer- 
cial property in Western 
Canada. Advertise where 
Alberta investors look... 
the Classified Section 
of The Journal. 


THE EDMONTON 
JOURNAL 


One of the eight Southam Newspapers 
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PERSON to PERSO 


A REALTOR roundup of personalities in real estate fields 
from Coast-to-Coast 


. .. best wishes for a speedy recovery 
to B. I. Bachand, manager of the 
Montreal real Estate Board, now out 
of Queen Mary Hospital, following 
surgery... 


. new fields for the enterprising 
Realtor. Prairie newspapers were 
agog last month over the exploits of 
a Toronto realtor “unknown in West- 
ern grain circles’ who wants to buy 
10,000,000 bushels of wheat for ship- 
ment to a foreign country... 


. . - Elliott Yarmon, president of the 
realty investment firm of Tankoos 
Yarmon Ltd., announced the appoint- 
ment of former newspaperman John 
H. Hall as assistant to the president. 
Mr .Hall was at one time real estate 
editor for the Globe and Mail... 


. .. Was His Face Red Department: 
Art Jacobson, Vancouver Realtor, 
was handed a hat full of names at the 
February meeting of the VREB and 
asked to draw out the name of the 
lucky winner of a new auto, put his 
mitt in said chapeau, drew out the 
name of his own star saleswoman, 
Mrs. Rhoda Burke... 


... Pay with Cash... says the 
Toronto Telegram “It is a compli- 
ment to the thrift of a large number 
of Canadians that about 20 per cent 
of all new homes are paid for with 
cash—no loans or mortgages in- 
volved”. What it left unsaid is where 
Realtors might go to find prospects 
with ready cash lying around to buy 
a house with... 


. .. telling the Realtors’ story to the 
public is an onerous duty which all of 
us should be prepared to do with en- 
thusiasm when called upon. . . noted 
last month were the visit of Clifford 
Rogers, Ontario Association vice- 
president to the Brantford Optimist 
Club . . . and the visit of W. H. Lillie, 
Fort William Real Estate Board 
president, to the local Junior Cham- 
ber of Commerce... 


. .. What’s a Billion . . . noted in the 
Executives’ Digest: “The next time 
you shrug your shoulders over the 
abstract difference between a million 
and a billion, remember this: A busi- 
ness with expenses of a $1,000 a day 
can run just two years and nine 
months on a million dollars. But with 
a billion dollars, it could have started 
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the day Christ was born and still 
have 800 years to run!” 


. two real estate salesmen made 
headlines in Toronto newspapers last 
month. They were  octagenarian, 
Harold Linden, specialist in industrial 
and commercial properties with ‘H. F. 
Fishleigh Ltd., and Mrs. Leone Cox 
California-born co-op apartment 
saleswomen with Shorthill and Hodg- 
kins. An article in the Toronto Star 
told how Mr. Linden’s 40 years in real 
estate have made him the city’s old- 
est active salesman. A Women's Page 
article in the Globe and Mail featured 
Mrs. Cox’ success in selling co-op 
apartments .. . Excellent public rela- 
tion pieces both, showing up real 
estate sales persons as experts in 
their fields... 


. . . Ronald De Mara, vice-president 
of Cyril De Mara and Co. Ltd., was 
elected to the board of governors of 
the National Institute of Real Estate 
Brokers at its annual meeting last 
month in New Orleans. Mr. De Mara 
is the second Canadian elected to the 
governing board of the 15,000-member 
organization in its 35-year history... 


. noted in the St. Catharines REB 
monthly newsletter: 


“They list co-op or _ they list 
exclusive 

Or else they find me darned elu- 
sive.” 


three familiar landmarks in 
downtown Saskatoon changed hands 
last month, in the biggest real estate 
transaction seen in the city in many 
a long year. A Filipino merchant 
bought two of the blocks, the Mec- 
Gowan Building and the Drinkle No. 
3 Building: the previous owner of 
these two buildings bought the eight- 
storey Canada Building on First Ave- 
nue. The two-way deal is estimated 
to involve $1 millien, and was ar- 
ranged by two well-known Saskatoon 
Real Estate firms, McClocklin R. E. 
and Trotter and Company... 


. . . latest Board to sign up all sales- 
men members on a 3-way package 
deal (membership in OAREB, CAR- 
EB and the local board) is Kingston 
(Ontario) Real Estate Board. Move 
was made at the March 13th meet- 
ing .. . line-up of VIP’s at the head 
table of this meeting was quite im- 
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1958 


9th Annual Congress, International Real 
Estate Federation, Madrid, Spain, May 31- 
June 5. 


15th Annual Conference, Canadian Asso- 
ciation of Real Estate Boards, Queen 
Elizabeth Hotel, Montreal, P.Q., September 
20-24. 


1959 


If you're the long-range planning type, you 
may be interested to know that next year, the 
National Association of Real Estate Boards of 
the United States will be holding its annua! 
convention in Toronto, in November, 1959. 


Also on the books for 1959 is the OAREB 
conference, scheduled for March, in London, 
Ont., and the Canadian Association Con- 
ference scheduled for Saskatoon, in October. 


pressive; it included the presidents of 
the Ontario Association, Canadian 
Association, Ottawa and Central St. 
Lawrence Boards... 


... Where Angels Fear to Tread... 
One real estate man out of his usual 
field was the Toronto broker who told 
a press conference that he'd bough 
the Maple Leaf Gardens and the 
Maple Leaf Hockey team for $4 mil- 
lion. All Toronto seethed with indig- 
nation at the statement that the 
name of the team was to be changed 
to the Regency Rockets. . . till some- 
one got on the phone to Conn Smythe, 
vacationing in Florida, and learned 
that the Leafs and the Gardens were 
“not up for sale”... 


... death occured last month of E. S. 
Vandewater, veteran Toronto real es- 
tate broker, who set up Office in that 
city in 1908. Retired from active 
business in 1953, Mr. Vandewater is 
survived by his wife, his son, H. S. 
Vandewater, who has been carrying 
on his father’s business, and four 
daughters... 


... far-sighted Windsor Realtor Ivan 
Thrasher (currently Windsor Board 
President) is proceeding with finan- 
cing plans for the erection of a seven- 
storey office building in downtown 
Windsor and a seven-storey co-oper- 
ative apartment project in Riverside 
Drive .. . projects would cost around 
$2 million... 


.. . Kurt Kuennecke took the $1,000 
top award in the annual sales an; 
listings contest of the Calgary Rea! 
Estate Board. Other winners includ- 
ed Len Wong, Darrol Tarves, Gordon 
Brown, Peter Sandall, Frank Butler 
and John Dechert... 
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GENERAL 
REAL ESTATE 


CORNWALL, ONT. 
Dominic A. Battista, Realtor, 
634 Augustus St., 

Cornwall, (the Seaway City). 
NANAIMO, B.C. 

“On the blue Pacific” 
Nanaimo Realty Co. Ltd., 
Nanaimo Realty Block. 
SUMMERSIDE, P.E.I. 
“Summerside Realties” 

Box 298, Summerside, P.E.I. 
BARRIE, ONT. 

Charles A. Rogers Realtor, 
Sterling Trusts Building. 
PArkway 6-6387. 

OTTAWA, ONT. 

P. Hubert McKeown, 
McKeown Realties Ltd., 

169 Somerset St. W., (CE. 2-4806). 
VANCOUVER, B.C. 

Len Korsch Realty Ltd., 

2331 Granville St. 

FORT WILLIAM, Ont. 
Willport Realty Limited, 
Fort William - Port Arthur. 


FOR REAL ESTATE 
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BRANDON, MAN. 
Hughes & Co. Ltd., 
125 - 10th Street. 


CALGARY, ALTA. 
Burn-Weber Agencies, 
218 Severth Ave. W. 


EDMONTON, ALTA. 
Spencer & Grierson Ltd., 
10517 Jasper Avenue. | 


NIAGARA FALLS, ONT. 
David D. McMillan, Limited, 
1916 Main Street. 

OTTAWA, ONT. 

Charles A. Brownlee Limited, 
63 Sparks St.—CEntral 2-4203. 
PETERBOROUGH, ONT. 
Irwin Sargent and Lowes, 

441 Water Street. 


QUEBEC, QUE. 

Ross Brothers & Company Limited, 
P.O. Box 9 (Uppertown) 
LAfontaine 2-4091. 
WINDSOR, ONT. 
Alex E. Hoffman, 

930 London St. West. 
CALGARY, ALTA. 
Clair J. Cote Ltd., 

41 Hollinsworth Bldg. 
EDMONTON, ALTA. | 
Weber Bros Agencies Ltd., 
10013 - 101A Ave. | 
OTTAWA, ONT. 
C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 

Ottawa, Ont. Phone CE. 6-7101. 


FOR INDUSTRIAL 
SITES AND PROPERTIES 


CALGARY, ALTA. 


Clair J. Cote Ltd., 
41 Hollinsworth Bldg. 


EDMONTON, ALTA. 


Melton Real Estate Ltd., 
10154 - 103rd Street. Phone 47221. 


EDMONTON, ALTA. 


Don Reid Real Estate Co., 
11563 Jasper Avenue. 


FORT WILLIAM, ONT. 
G. R. Duncan & Co. Ltd., 
121 May Street. 
HALIFAX, N.S. 

Roy Limited, 

Roy Building. 
REGINA, SASK. 

W. Clarence Mahon, 
350 Western Trust Bldg. 
WINDSOR, ONT. 


Alex E. Hoffman, 
930 London St. West. 


EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Ave. 


FOR IDEAL 
STORE LOCATIONS 


FORT WILLIAM, ONT. 


G. R. Duncan & Co. Ltd., 
121 May Street. 


FOR APPRAISALS 


CALGARY, ALTA. 

Ivan C. Robison & Company, 
703-5 Street West, 

Phone AMherst 63475. 
EDMONTON, ALTA. 


Weber Bros. Agencies Ltd., 
10013 - 101A Avenue. 


TORONTO, ONT. 
Chambers & Meredith Ltd., 
24 King Street West. 


ST. CATHARINES, ONT. 


Andy Hawreliak, Realtor, 
Dominion Building, MUtual 4-2324. 


© OTTAWA, ONT. 


C. A. Fitzsimmons and Co. Ltd., 
Realtors, 197 Sparks Street, 
Ottawa, Ont. Phone CE. 6-7101. 





FOR SUMMER 
PROPERTIES 


® MUSKOKA, ONT. 
Francis J. Day, 
Port Carling - Phone 84. 


FOR PROPERTY 
MANAGEMENT 


© HALIFAX, N.S. 
Roy Limited, 
Roy Building. 
© VANCOUVER, B.C. 
Blane, Fullerton & White Ltd., 
517 Hamilton Street. 
® WINDSOR, ONT. 
U. G. Reaume Ltd., 
176 London St. W., 
802 Canada Trust Bldg. 
® CALGARY, ALTA. 


Crown Trust Company, 
227 Eighth Avenue W. 





Rates for Professional Listings 


For six insertions 
For twelve insertions 


$50.00 
$80.00 


WESTERN CANADIAN 
APPRAISALS 


Arthur E. Jellis, M.A.I. 


ACCREDITED MEMBER: 
American Institute R.E.A. 


and 
Appraisal Institute of Canada 
MELTON REAL ESTATE LTD. 


Head Office, Edmonton, 10154 - 103rd St. 
Phone 47221 


Calgary, 534 - 8th Avenue West 
Phone AMhurst 6-2251 





Rates for Advertising 
in the Real Estate 


Directory: 
Per 
Issue 
2 lines — 12 issues $3.00 
2 lines — 6 issues $3.50 
2 iines — less than 6 issues $4.00 


Additional lines, 50 cents per issue. 
No charge for city and province lines. 


PROFESSIONAL 
LISTINGS 





HANKS & IRWIN 
ARCHITECTS 
2848 Bloor St. W., Toronia 
RO. 6-4155 





FOR THE BEST INFORMATION 
ON B.C REAL ESTATE 


Office buildings, industrial and revenue properties, 
homes, building lots and sub-division developments. 
Write, wire or phone 


BOULTBEE SWEET & CO. LTD. 





555 Howe Street, Vancouver, 8.C. MU 1-7221 
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_ Brokers 
Here's How To Multiply 
YOUR SALES 


By making every Realtor in the Country your agent 
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Move your industrial and commercial listings faster by 
national co-op selling through the Canadian Realtor 


Your advertisement in the Realtor will serve a national co-op purpose. It will: 


9 pene Shiner N Pale pets 


® Show your property to 7,700 members of the Canadian Association 
of Real Estate Boards from coast to coast. 


© Enable you to sell more, faster, for you will have the co-operative 
efforts of Canada’s realtors at your disposal. 


on 
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® Cost you LESS than conventional methods at present employed (e.g. 
direct mail pieces). 


Advertise your high value properties in The Canadian Realtor and thereby take ad- 
vantage of this national medium to reach your fellow realtors. 


Advertising Rates 


Per Insertion One Time 6 Times 12 Times 


One page . subsea Mes $140.00 $125.00 $110.00 
Two-thirds page _. tas here ae ee 118.00 104.00 99.00 
Half-pace ......... 84.00 74.00 64.00 
One-third page kg MIE Estas na 64.00 57.00 54.00 
One-quarter page Bc ctek 54 59.00 52.00 47.00 
One-sixth page BN ead) Pare os 40.00 35.00 30.00 
One-eighth page aaa eseteestnegty- ese 30.00 27.00 24.00 


Advertising copy to be mailed to: The Canadian Realtor 
19 Duncan St., 


Toronto, Ontario 


The Canadian Realtor is published on the I5th of each month. Advertising 
copy to reach publishers no later than the Ist of the month of publication. 








